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The Prudential Insurance Company of America 


FORREST F. DRYDEN, President 
Home Office, Newark, N. J. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 











—— 
PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President IFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


Total Resources Dec. 31, 1920, over $8,742,060.93 i . 
Insurance issued during 1920, over $31,433,676,00 In Business Since 1862 
Insurance in force Dec. 31, 1920, over $91, 408, 227. 00 ; : an ap 

ome Insures all classes of selected lives, issuing policies on 


The Pan-American Way the ordinary, intermediate and industrial plan at all 


in keeping with the higher Ideals and Ethics of the Business, ages. It also insures against total and permanent 
the Pan-American does not seek to hype agents of other disability. Policies of the company are made secure 
i 


coinpanies, but by interesting men of intelligence, character ° . : . 
and clean record, {nstructing them by correspondence, and as- by reserves maintained on the highest standard, with 


sisti ng them in the active co-operation of specially trained men, additional contingent reserves providing protection 
It! re built up a field organization that is prosperous and con- : : . . 
against all emergencies. Information and Advice on 


tent 
was, these i we are a you can do, if you have the any matter relating to Life Insurance is Available at 
ee ee enn Pee any time through the Agencies or Home Office of this 


Address: E. G. Simmons, Vice=President and General : 
Manager, New Orleans, La. Company. 
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UP TO THF. MINUTE! 



































The Reliance Life prides itself on always being strictly ‘up-to-the- 
minute.” 

















From time to time we have pioneered various new features into the 
field of life insurance. 


Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 
















































































In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 




















A policy containing the sulphitic features we have introduced gives you 
‘‘the something different’’ to talk to your prospects. 





It will stand the test of grilling competition—and come out victor. 
Time has proved that. 




















AND— 


Our agency contracts are more than liberal. 

















How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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FEATURES IN THIS ISSUE 





National Fraternal Congress Meeting 
Norske Lloyd Withdraws 

Fire Marshals’ Program 

Chapter from ‘1001 Hints’’ 





Companies Win in Mississippi 
National Liberty Makes Change 
Carnegie Insurance Graduates 
Regular Industrial Supplement 











Accident and Health Men Meet 


Many Attend Convention at French Lick Springs—Numerous 


Speakers 


HE Health and .\ccident Underwriters’ con- 

with repre- 
companies in 
numerous 


ference opened this week 


sentatives of about forty 


attendance. There were also 
representatives of State insurance depart- 
including Ramey of Ken- 


Coulter of In- 


ments present, 
tucky, Gearhart of Ohio, 
diana and Nelson of Wisconsin. 

It is expected that President W. R. Sanders will be re-elected 
in recognition of his efficient administration during the past 
year. 

An important feature of the meeting was the report of the 
committee on legislation and taxation. 

Chairman C. H. Boyer described how, 
Operation of companies, the House of Representatives was 
induced to adopt a bill repealing section 503 of revenue law. 
If this repeal is enacted, the yearly saving to conference mem- 


by hard work and co- 


bers will be one million dollars. 

P. M. Estes, president Southern Industrial Insurers Con- 
ference, said this action of House could have been accom- 
plished three years ago if it had then been initiated. 
Such measures are not apt 


There 
must be opposition to imposition. 
to be repealed unless those taxed stand up for their rights. 
Some had thought it foolish to attempt to secure repeal of 
section 503, but no voice was raised in House against the pro- 
posed repeal. The movement must be continued until it has 
passed the Senate. He stated that taxes are becoming more 
oppressive Taxes are 


every year, tending toward socialism. 


levied in appropriation bills, and members of Congress should 


be advised that their constituents expect reduced appropriations, 
thus reducing tax needs. 

The program, covering three days, was a diversified one, 
touching upon numerous important phases of the business of 
health and accident insurance. 

At the first session, President W. R. 
presented his address, which was received with the close atten- 
tion it merited. The reports of the executive and membership 
committees were deferred, and that of the committee on legisla- 
tion and taxation was held over until Tuesday morning. 

Reports were received from the treasurer and several com- 
mittees. The grievance committee reported that only one con- 
troversy had been submitted to it, and that this matter would be 
settled shortly. 

The manual committee reported that printing costs are still 
practically at their highest point, so that the price of manuals 
Many non-conferetice companies are 


Sanders of Cincinnati, 


cannot now be reduced. 
now buying the manuals, 

Two addresses, sent by gentlemen who could not be present 
in person, were read Monday morning, one being by E. J. 
Faulkner and the other by C. W. Ray. 

‘Dealing With Humanity” was the title of the paper by C. W. 
Ray of Indianapolis, read on Monday. He urged the applica- 
tion of psychological methods by insurance companies in the 
selection of employees, alleging that a large proportion of them 
are misfits, and that the average man is only twenty-five per 
cent efficient in the work on which he is employed. Insurance 
men are engaged in selling intangible investments—goods that 
so that they must be endowed 


are valuable but not visible 
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with a certain amount of intuition, as well as 
enthusiasm for their calling. 

Mr. Ray believes that much of the preseit- 
day unrest in business is due to there being so 
many misfits, and that the discontented man, 
who has no real liking for his avocation, is a 
misfit. 

As an instance of what he considers poor 
psychology in dealing with humanity, Mr. 
Ray cited the attempted marketing of a low- 
priced, limited policy through the medium of 
newspapers, as tending to upset the public's 
ideas of values and cheapening the business 
and lowering the standards. 

Mr. Ray’s address brought out expressions 
of commendation and he was given a vote of 
thanks. 

Other speakers at the first session included 
Deputy Insurance Commissioner Coulter of 
Indiana and Thomas Nelson of the Wisconsin 
Department. Several visitors were given che 
privilege of the floor. 

W. W. Dark of Indianapolis presented an 
address Monday afternoon upon “Plans and 
Purposes of the Bureau of Statistics,” which 
was the forerunner of a long discussion in 
which many members participated. 

Mr. Dark emphasized the need of a standard 
experience table, and urged the conference 
companies to co-operate to a greater extent in 
producing a combined experience record which 
would serve them as a reliable guide in rate- 
making. As matters are now, companies 
often do not know definitely whether their 
business is being conducted at a profit or not. 
He stated that only forty per cent of con- 
ference companies are now supplying their ex- 
perience, and said that all should assist in 
bearing the expense of the combined tabulation, 
and that the more complete the data, the more 
valuable the results would be. 

Mr. Curtis, who has assisted the committe2 
in charge of compiling data furnished by the 
companies, explained his ideas as to what data 
would be most valuable, favoring premiums 
and losses. ; 

Mr. Thompson, and others, believed the num- 


ber of exposures and amounts of claims would 
supply the most valuable guidance to members; 
and a committee was appointed, consisting of 
Messrs. Fairlee, Dark, Thompson, Grant and 
Austin, to confer further with Mr. Curtis. 
The meeting of the mutual section was post- 





PRESIDENT WILLIAM R. SANDERS 


poned until Tuesday and the paper on “Public 
Welfare Work in Health and Accident Insur- 
ance,” by G. E. Harsh, was presented Monday 
afternoon, following that of A. E. Forrest of 
Chicago on “Insurance Business in 1921.” 

Mr. Forrest said that a year ago the busi- 
ness was at its crest; now it is sailing a choppy 
sea. It is much harder now to maintain old 
business and secure new, and there is not the 
easy market for blue sky propositions that 
there was for a few years. He quoted from a 
table which appeared in THE Specrator, show- 
ing the startling small profits of the last decade. 


sf 


Notwithstanding criticisms he sees evidence 
increasing public confidence in insurance. 


PRESIDENT SANDERS’ AbpRESS 

The Tuesday evening banquet and ente:- 
tainment features were successful and enjoy- 
able, thanks to efforts of Bayard P. Holmes 
and his coadjutors. 

President William R. Sanders of the Health 
and Accident Underwriters Conference in his 
presidential address, outlined the growth and 
development of the organization. Mr. Sandeis 
said in part: 
the field of accident and health 
even more marked than in the 
insurance field, although these 
to the public for a much longer 
period of time. What “Commercial Acci 
dent and Health Policies” 1863. 
This form of protection, because of the expense in- 
volved, catered strictly to those at least comparatively 
The necessity of protection of 
those unable to afford the commercial 
policy, soon became evident. This necessity gave 
birth to the monthly payment policy, which did not 
have the stimulus and help that the automobile policy 


The evolution in 
insurance has bgen 
automobile policies 


have been ofiered 
we term 


were first issued in 


well-to-do. similar 


character to 


received. 

Mr. Forrest, Mr. Barnsdall, 
several other members of the conference, will readily 
recall the early policies which were so enthusiastically 
received by the great mass of people who would not, 
or possibly could not, afford the commercial policy. 
Naturally, it was very technical, compara- 
tively few causes of disability, and was the extreme in 
it sold. The people were 


your president, and 


covered 


complicated wording. But 
ready and waiting for it. Its reception was cordial 
field of increased by leaps and 
The policy contracts became more and more 
grows with 


and its operations 
bounds. 
liberal. When any person or business 
abnormal rapidity, the finer instincts are not developed 
in proportion to the body or the business. ‘Twisting 
of life insurance policies was then very prevalent, and 
life insurance companies were rewarding their suc 
cessful twisters. With this example before them, the 
health and accident fraternity took to twisting with 
great enthusiasm. The life companies were doing it 
—also the commercial accident and health companies, 
so why not the monthly payment? It was easier to 
rob your neighbor’s hen-roost than to buy a setting of 
eggs and wait for the hen to hatch the group. One 
evil begot another, until the monthly payment field 
became disrupted, disorganized and characterized by 
destructive, antagonistic and unfair competition. 


(Continued on page 25) 








Containing 


as follows: 


copy of the President’s letter. 





THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 


Strong, Unequivocal Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 


10,000 copies.... ..$225.00 


(aay The Spectator Company will send during the year 1921 every 
Life Insurance Agent in the United States a free copy of the | 
President and his Cabinet on Life Insurance, who has not received a 
This will be mailed in’a sealed en- 


velope on receipt of 2c stamp, the applicant also to state the name 
of the company he represents. 


Send in your application at once. 





SPECTATOR. 

PRICES: | eietinions 

100 copies..........$4.50 1000 copies... ....$30.00 | Single copy 
500 copies..........18.00 5000 copies... .. .. 120.00 | 100 copies...... 


CHICAGO OFFICE 
INSURANCE EXCHANGE 








ADVICE OF GREAT VALUE TO 


THE AMERICAN PEOPLE 
LIFE INSURANCE IS UNQUALIFIEDLY EN- 
DORSED BY PRESIDENT HARDING, 


AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 


15 


cents 1000 copies.... .. .$25.00 
.. . $4.00 5000 copies. .... .. 100.00 
~ «00 10,000 copies... .. . . 180.00 


500 copies...... 


THE SPECTATOR COMPANY 


TAFT 


135 WILLIAM STREET 
NEW YORK 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PUBLISHER 


135 WILLIAM STREET, NEw York 


Arthur L. J. Smith 
President 


Charles H. Nicoll Harry W. Barnard 


Vice-President Second Vice-President 
Robert W. Blake Loughton T. Smith 
Treasurer Secretary 


Sholto D. Kirk Fred B, Humphrey 
Assistant Treasurer Assistant Secretary 


Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531. 


Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1921, by The Spectator Company, New York. 
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CREDIT WHERE CREDIT IS DUE 
N the course of a continued attack on 
Tue Specrator and The Spectator 
Company, the Eastern Underwriter bases 
its criticisms on two alleged grievances. 
(1) That The Spectator Company is en- 
forcing a copyright on the letters of Mz. 
Harding and Mr. Coolidge to prevent 
their publication by others; (2) That 
having copyrighted the letters, The 
Spectator Company proceeded to com- 
mercialize them. 
“Consistency is a jewel,” 
is to be contended that the Eastern Un- 
derwriter should also complain to the 
White House against Underwood & Un- 
derwood enforcing a copyright on the re- 
spective photographs of the President and 


the members of the Cabinet, and “pro- 
THE 


therefore it 


ceeding to commercialize them.” 
Spectator willingly paid that enterpris- 
ing firm $3 each for the photographs 
used and in addition, our leaflet carries a 
credit imprint “all photos copyrighted by 
Underwood & Underwood.” We believe 
in giving credit where credit is due, but 
the Underwriter, without paying any- 
thing for the use of the letters, reprinted 
them in its issue of August 5 without giv- 
ing credit, which caused to us to drop its 
editor a polite and friendly line, the ef- 
fect of which led to the criticisms by the 
Underwriter which have followed. Will 
the Underwriter maintain that Under- 
wood & Underwood should waive their 
Copyrights on the photographs of the 
President and the members of his Cabi- 
het ¢ 

In our case the facts are, in regard 
to the first consideration, that The Spec- 
‘ator Company has in no way restricted 
the publication of the letters by any com- 


pany or publication, but on the contrary 
has encouraged such publication, only 
asking those using the letters to give 
credit to THE Specrator for its enter- 
prise in securing these valuable enderse- 
ments of life insurance from two such 
eminent men. 

As to the second basis for criticism, 
The Spectator Company has followed its 
long-established custom of printing and 
distributing in leaflet form educational 
literature concerning life insurance. 
In making these large circulations of 
leaflets, somebody has to pay for the 
of production and 
Many of these leaflets embrace endorse- 
ments of insurance by men of public 
standing and are therefore of great bene- 
Very wide 


cost distribution. 


fit to the business as a whole. 
circulation of these documents is given 
by agents in the course of their daily 
work, thereby rendering a general edu- 
cational service for the good of insur- 
These leaflets, in some instances, 
William 
Howard Taft, now Chief Justice of the 
United States Supreme Court, and the 


ance. 


bear statements by Hon. 


late Hon. Grover Cleveland, a former 
President of the United States, taken 
from original contributions written ex- 
clusively for THe Spectator. The pub- 
lications including President Harding’s 
letter have been extensively circulated by 
The Spectator Company and have been 
distributed among agents, policyholders 
and others by life insurance companies 
in large quantities, in one case 500,000 
copies, at a cost to the ordering company, 
of a little more than one-half cent per 
copy. 

To illustrate the freedom with which 
the letters of Mr. Harding and My. 
Coolidge have been distributed, more 
than one million copies from the presses 
of The Spectator Company alone have 
been scattered broadcast, not to mention 
the hundreds of thousands of copies that 
have been circulated by reprints in news- 
papers, trade papers, company publica- 
tions and similar media, through the 
courtesy of The Spectator Company. 

The facts show that THe SPECTATOR 
has in no way restricted the spreading of 
the splendid endorsements of life insur- 
ance by Mr. Harding and Mr. Coolidge, 
but on the contrary has encouraged and 
assisted in bringing these messages more 
quickly and thoroughly to more individ- 
uals than could have been done through 
any other channel. 

THE SPECTATOR refrain 


intends to 


from further reply to the unwarranted 
attacks our meddlesome contem- 
porary, whose editor has seemingly little 
appreciation of the ethics of the situation. 
lor one thing, it goes without saying 
that newspaper involving 
the name of the President of the United 
States is in exceedingly bad taste. THE 
SPECTATOR at least fully realizes that un- 
due publicity of the name of the Presi- 
dent in newspaper discussions is grossly 
incompatible with the dignity of the high 
office that he fills. But we doubt if The 
Eastern Underwriter anything 
about that, although we believe that 
at Washington is decidedly 
against dragging in the name of the 
President into newspaper disputes. 


of 


controversy 


cares 


opinion 





HE Federation News for August 

contains an exceptionally interesting 
article on the legislative progress of 
forty-one states, insofar as it relates to 
insurance, during the past year. There 
were four hundred and 
twenty-nine of such bills relating to in- 
surance, of which four hundred and nine 
into 


one thousand 


were enacted law. Among these 
were thirty-four State insurance bills, of 
One, a 


semi-inclusive insurance law in Arizona, 


which only two were passed. 


and the other established a competitive 
fund in Missouri. The first named got 
through by legislative strategy and the 
second was a compromise arranged by 
of Missouri. 
I‘ederation workers were able to defeat 
all the others. In practically every case 
the right of the Federation to present its 
view of the bills was recognized. Hence 
insurance had an ample opportunity to 
prevent the passage of radical and so- 
cialistic legislation and to aid the passage 
of such bills as would tend to better the 
The 


shows that the Federation has been suc- 


the Insurance Ilederation 


business. review unquestionably 
cessful in its purposes and is deserving 
It goes about 
its work in a highly ethical manner, which 


ot whole-hearted support. 


has evidently won the respect of the leg- 
islators. If it can continue to bring about 
such excellent results, it is possible that 
some day the insurance business will! 
cease to be the target of socialism, Town- 
leyism and other radical political organi- 
zations. 





Commercial Travelers Associations Meet 


A meeting of the Federation of Commercial 
Travelers Associations was held this week at 
West Baden, Ind. 
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Cc. A. PALMER, Prest. Ww. A. ELDRIDGE, Secretary 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 


EIS oo wins 6 4:0:00 65050 0'0's's 0 0's os cine see ee see'es $530,140.65 
LIABILITIES, INCLUDING CAPITAL............... 469,022.68 

NET SURPLUS.........ccccceccccccccccceccscces $61,117.97 
SURPLUS TO POLICYHOLDERS, .........+-+see00- $320,267.97 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 














RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1838 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 


UNITED STATES BRANCH 
January 1, 1921 


EEE OO OR IETS PEE CET TT . $2,209,039 
ET OE ee TTT TT TT 1,676,030 
533,009 


NE, 6 scvcicnninmn eda eaedian se oem 
W. B. MEIKLE, President and General Manager. 


Pa ees 








ssid A Record-Break- 
ing Year 


Gaapanr is in “prospect 


for The Great 





American. The 
general busi- 
ness depression 
which has 
swept the coun- 
try has not af- 
fected Great 

MANSFIELD, OHIO American busi- 
Ohio’s Largest and Strongest ness. It was 


Automobile Insurance Company never better. 











THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 





_— | 
THE s 


LONDON & © 


LANCASHIRE 
INSURANCE CO. ) 













New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


LTD 


— 















EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


eR 
Gn), ELIGIBLE 
ew 


MONE? TO THE 





lowa State Traveling Men’s Association 


“Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February Ist, 1922, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 




















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 | 


FIREMEN'S INSURANCE COMPANY 





OF NEWARK 
Cash Capital, . . . $1,250,000.00 
Net Surplus, . . . - $2,086,'742.08 
Surplus to Policyholders, $3,336,742.08 








WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mgr 
W. T. BASSETT, Ass’t Manager 

CHICAGO ILL. 


EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 

A. H. HASSINGER, Sec’y 
NEWARK, N. j. 











GreatAmerican 
Insurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSS 


$122,116, 858. 26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


+10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,005.95 


NET SURPLUS 


10,0 13.906. I 4 
40,853.9 12.09 


THE SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
WALTER H. SAGE, Gen’! Mer. GEORGEH. TYSON, Gen’l Agent 
W. L. LERC anager 210 Sansome Street 
76 West Monroe St., Chicago, Ill. San Francisco, California 


Boston Office Marine Department 
ROGERS & HOWES, Managers WM.H.McGEE&CO.,Gen’lAgts 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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Fire Insurance 

















I FIRE INSURANCE NOTES AND EVENTS 




















NEW YORK SURVEYS 

Is Moral Hazard Impossible to Measure? 
—Many of the present conditions in the in- 
suring world, marine, fire and life have thrown 
to the surface new problems in moral hazard 
which were before covered up. Either they had 
not developed prior to the war or they were a 
development of the war. In either case the re- 
sult is the same, they are here to grapple with. 
The ordinary tools appear to fail to meet the 
conditions, and it is evident, that being the case, 
that some new tools should be brought into play. 
It is quite useless to decry certain facts, but 
what should be done is to make a careful study 
of the problem and apply adequate remedies. 

The Federal License for Warehousemen.— 
In a pamphlet just sent forth, the Government 
calls attention to the fact that in Arkansas a 
rate bureau has adopted a credit of 25 per cent 
to be deducted from the final schedule rate for 
both sprinklered and  unsprinklered cotton 
warehouses—this is a substantial reduction. It 
will be interesting to secure, as the experiences 
compile, how these warehouses show up in 
actual practice. 

As to Fires.—In checking up fires in fac- 
tories making wood heels and extending over a 
little period of time, one bureau reported a 
record of eleven, and five of these were in one 
risk. What should be the underwriters’ attitude 
towards such a risk? Five arose from unknown 
causes and three from smoking, not a very 
satisfactory record of actual causation. 

The Booster Pump and Sprinkler Systems. 
—With a little more experience which is being 
secured in the installation of this new device, 
or rather method as it may be called in sprink- 
ler systems, the facts seem to show that the dif- 
ference in cost between an installation of this 
type and one of the old type will not be as 
great as was at first expected. The advantage, 
however, is that this system can be put in many 
places where the walls are not strong enough to 
carry tanks and where there is not sufficient 
room even if it warranted the expense to erect 
Separate supports for the tanks. 

When.—\When the automobile began to 
grow in popularity and numbers there was a 
feeling of gratitude on the part of the under- 





writer that the stable risk was being eliminated. 
Now he would be found praying, if he prayed 
at all, for the return of the horse and the pass- 
ing away of the automobile. 


BOSTON AND VICINITY 

Resolutions for A. B. Fowler.—The New 
England Insurance Exchange has passed reso- 
lutions on the death of A. B. Fowler, former 
president of the Exchange. He was special 
agent of the Providence Washington, and his 
father, who is still in the field, was president 
of the Exchange before him. The “father and 
son” combination enjoyed by the Fowlers is 
never likely to be duplicated again in the Ex- 
change. 

Returns from Abroad.— Willard C. Hill, of 
the insurance firm of Elmer A. Lord & Co., 145 
Milk street, has returned from a two months 
trip to Switzerland and France. While in the 
latter country he erected a monument over the 
grave of his son, who joined the French forces 
with a Dartmouth unit. 


CHICAGO AND THE WEST 

Magill & Co, Establishes Cook County 
Department.—Henry G. Magill & Co., Chi- 
cago local agents for many years, have estab- 
lished a Cook county department and appointed 
Lew G. Earl manager of the department. Mr. 
Earl started some years ago in the Western 
department of the Niagara Fire, subsequently 
taking the Indiana field for Montgomery & 
Funkhouser. In 1910 he was appointed Chicago 
manager for the Metropolitan Casualty Com- 
pany, resigning his position five years later to 
assume charge of the plate glass department in 
the office of Moore, Case, Lyman & Hubbard. 
He resigned the latter position some months 
ago to go to California. 

T. J. Lyman Leaves Zurich.—T. J. Lyman, 
superintendent of the Zurich underwriting de- 
partment at Chicago, has resigned his position 
to become manager of the liability department 
of the Michigan Insurance Agency at Detroit, 
which agency represents the Columbia Casualty 
Company. 

Clarence E. Ong Dies.—Clarence E. Ong. 
connected with the Western loss department 


of the Great American, formerly the German- 
American, for more than thirty years, died last 
week after a short illness at the age of sixty- 
five years. 

Underwriters Grain Association. — The 
Underwriters Grain Association has entered 
upon another year of service with comparatively 
few changes in its membership. The associa- 
tion’s efforts have been highly satisfactory to 
owners of terminal elevators, and is meeting 
with little or no opposition from the local 
agents. The great advantage which the asso- 
ciation has to its credit is the fact that it has 
been able to give superior inspection service. 
Recommendations have been complied with by 
owners in most cases, especially recommenda- 
tions pertaining to cleanliness. 


F, S. Batterson Leaves London and 
Lancashire 

IF. S. Batterson has resigned as comptroller 
of the London and Lancashire Indemnity 
Company as of September 1, thus terminating 
a continuous service of more than twenty-six 
years with the London and Lancashire. 

He will become associated with M. J. Alt- 
schul, the well-known insurance broker and 
adjuster. The business will be conducted after 
September 1 under the name of Altschul-Bat- 
terson Company, Inc., at 136 William street. 





Squire Company Takes Over Earl C. Smith, 
Inc. 

The Squire Company, 81 John street, has 
taken over the management of the affairs of 
the insurance brokerage house of Earl C. 
Smith, Inc., 51 Maiden Lane. Arrangements 
have been made for the Smith Company to 
vacate their present offices, and all books and 
documents have been taken to the offices of 
the Squire Company. 


Abraham Lincoln Fire Changes Name 

The Abraham Lincoln Fire Insurance Com- 
pany of Greensboro, N. C., has announced that 
its name has been changed to the Greensboro 
Fire Insurance Company. The change was 
made in deference to the wishes of some of 
the agents who thought that the old name 
would prove a handicap. 

















FIRE AND ALLIED LINES 
REINSURANCE ONLY 





CEDAR RAPIDS ,IOWA 





SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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FIRE REINSURANCE 


SKANDINAVIA INSURANCE COMPANY 


ASSETS 

U. S. of America Victory Liberty Loan. . 1923 $1,062,400.00 Jersey City, City of, N. J., Gold Bonds.. 1923 $25,000.00 
U. S. of America Second Liberty Loan... 1942 67,500.00 Kansas City Terminal Ry. Co. Bonds... 1921 49,000.00 
U. S. of America Third Liberty Loan.... 1928 75,000.00 Kelly-Springfield Tire Co. Notes....... 1921 48,184.44 
U. S. of America Fourth Liberty Loan... 1938 100,000.00 Liggett & Myers Tobacco Co. Gold Notes 1921 150,000.00 
Philippine Gov't I yr. Ctf. of Indeb..... 1921 200,000.00 Lima, City of, Ohio, Reg.............1930-31 32,550.00 
American Dock & Imp. Co., First Mtg. . 1921 100,000.00 Maryland, State of, Bonds............. 1921 25,000.00 
American Tel. & Tel. Co. Conv. Bonds.. 1925 100,000.00 Michigan Cent. R. R. Co., Equip. Tr... 1921-22 50,000.00 
American Tel. & Tel. Co., 3 yr. Gold Notes. 1922 98,000.00 Morris & Co. Acceptances............. 1921 54,036.35 
Armour & Co., Notes, end. by Bank of New York, City of, N. Y., Bonds..... 1926-30 295,000.00 
DA MMPEN adic amiiewr cis cass sae 1921 24,546.88 New York Central Lines Equip. Tr..... 1921 195,000.00 
Bethlehem Steel Co., Equip. Trust Ctf.. 1922 45,000.00 Diorhatlc CIC Vil. WV alice. 15. 55; che voces esensdoreiitens 1921 50,000.00 
Bethlehem Steel Co. Notes............ 1923 50,000.00 Nor. Pac., Gt. Nor., C., B. & Q. Joint.... 1921 121,250.00 
Biden e- 0Go. ates... Seis se aes 1921 96,177.78 Pennsylvania Company Bonds......... 1921 327,000.00 
Chicago & Northw. Ry. Co. Deb....... 1921 100,000.00 Pennsylvania General Freight Equip. Tr. 1921 150,000.00 
Chic., Milw. & St. Paul Ry. Co., C. P.&W. 1921 158,000.00 Pennsylvania Tank Line Car Equip... .. 1921 50,000.00 
Chicago, Rock Island & Pac. Coll. Tr... 1922 49,000.00 Procter & Gamble Gold Notes......... 1921 100,000.00 
Cincinnati, City of, Ohio, Reg.......... 1926 34,300.00 Reading Company Equipment Trust.... 1921 40,000.00 
Clev., C., C. & St. L. Ry. Co., Equip. Tr. 1921 50,000.00 Reynolds, R. J., Tobacco Co. Notes.... 1922 198,000.00 
Continental Can Co. Notes............ 1921 48,188.89 St. Paul Union Depot Co., 5 yr. Gold Nts. 1923 49,000.00 
Copenhagen, City of, Denmark, Bonds. . 1956 118,965.00 Schall, William & Co., Acceptances. .... 1921 29,437.50 
Cudahy Packing Co., Gold Bonds...... 1923 38,500.00 Sears, Roebuck & Co. Notes....... 1921-22-23 195,310.00 
Danish Govt. 15 yr. Debentures........ 1932 203,940.00 South Carolina, State of, Notes........ 1921 150,000.00 
Danish Govt. Ctf. of Indeb............ 1931 67,980.00 Swift & Co., 214 yr. Gold Notes........ 1921 100,000.00 
Danish Statslaan of 1919............. . 1969 64,117.50 Texas Co. 3 yr. Sinking Fund Notes.... 1923 198,000.00 
Dayton, City of, Ohio, Reg. Taxable.... 1928 29,400.00 Tobacco Products Corp. Disc. Notes.... 1921 48,100.00 
Endicott Johnson Cor. Notes.......... 1921 48,355.56 Trenton, City of, N. J., St. Impt. Bonds. 1924 50,000.00 
Fifth Av. Apart. Bldg., First Mtg. Bonds 1922 25,000.00 United States Envelope Co. Gold Notes. 1921 35,000.00 
Fisk Rubber Co. Bldg., First Mtge. Bonds 1922 50,000.00 Va. & Car. Chemical Co., S.F. Conv. Deb. 1924 99,000.00 
Ft. Worth & Denv. City Ry. Co., Ist Mtg. 1921 75,000.00 Virginia rey. SGI WIR icc26 6s caro aaron 1921 50,000.00 
Gen Amer. Tank Car Corp., Equip. Tr .1921-22 99,750.00 Western Electric Co. Notes............ 1921 191,911.11 
Gt. Atl. & Pac. Tea Co., Con. Gold Notes 1921 50,000.00 Western Electric Co. First Mtge........ 1922 24,250.00 
Houston & Tex. Cent. R. R. Co. Gen. Mtg 1921 72,750.00 Wilson & Co., Inc., Notes............. 1921 48,144.44 
Howell, B. H., Son & Co., Acceptances.. 1921 98,227.78 Yonkers, City of, N. Y., Ctf. of Indebt.. 1921 100,000.00 
Illinois Central Equip. Tr............. 1921 30,000.00 110 William St. Corp. Reg. Debentures. 1922-23 100,000.00 
a ee eT. fe | $6,958,273.23 

eee Re ee Te ee ee $6,958,273.23 

Cash in Banks, Uncollected Balances and Interest Accrued............. 1,481,686.01 

a a a Na aa he dG nmia wilge WG eS aL wha ea $8,439,959.24 

LIABILITIES 

Wir aw Chtntnniiinn Lianne... 5... 5 onc ic coc ch eee cee weaees $1,852,589.83 

Reserve for Unearned Premiums........................0:020 eee cecuees 4,216,977.49 

SE A ER OE LE OT eT eer een Ye 351,632.27 

ER (Nr eed tue ie Le ee ee Sg Me he qed haw Bema aa 2,018,759.65 

$8,439,959.24 

SUMNER BALLARD, U. S. Manager 
80 Maiden Lane, New York 
— 


OF COPENHAGEN 


January 1, 1921 
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COMPANIES WIN 


Motion Granted to Dismiss 
Against Companies Party to 
Original! Bill 





Suit 





SEVEN CONCERNS STILL IMPLICATED 





Last Week of Trial Attended by Otho E. 
Lane 
[Special to THE SpPecTATOR] 

The outstanding feature in the hearing of 
the Mississippi anti-compact suit last week was 
the granting of a motion made by the defense 
to dismiss the suits against the reinsurance 
companies who were a party to the original 
bill. The court granted this in the case of 
fifty-five of the companies; however, seven 
more companies having reinsurance on Mis- 
sissippi risks are still implicated. They are 
the Dixie, the Granite States, Peoples Na- 
tional, Interstate Equitable Fire and Marine, 
Eagle Star, British Dominions and Northwest- 
ern Fire and Marine. 

Much surprise was manifested when Stokes 
V. Robertson, the plaintiff, offered no objec- 
tion to the dismissal of case against the fifty- 
five companies. He asked, however, that the 
court would grant the motion of the defense 
without prejudice, giving him the right to in- 
stitute new proceedings against these compa- 
nies if subsequent evidence warranted it. 
Chancellor Stricker announced that this might 
be done. 

The principal fight of the week was over the 
testimony of J. T. Robertson of the Missis- 
sippi Advisory and Inspection Bureau. The 
plaintiff took Mr. Robertson’s deposition some 
time ago, but did not introduce it as his evi- 
dence. When the defense opened its case it 
offered the deposition and asked the court to 
restrict the plaintiff from cross-examination on 
the ground that Mr. Robertson was the plain- 
tiffs witness. After hearing argument, the 
court overruled the defense, and attorneys for 
Mr. Robertson proceeded with the cross-ex- 
amination. The court based its ruling on the 
ground that the plaintiff had the right to sum- 
mons any witness and not put him on the 
stand, and that if the defense subsequently did 
so he hecame its witness and the right to 
cross-examine could not be denied the other 
side, 

O. E. Lane, president of the Niagara Insur- 
ance Company of New York, was in Jackson 
during the week attending the trial. He was 
on the witness stand a short time Tuesday 
afternoon and testified that his company had 
contributed to the fund raised to fight the case. 


HAIL RATE REVISION PLANNED 


Kansas Superintendent Calls Upon Com- 
Panies to Confer With Him October 17 
The entire rate structure affecting fire, tor- 

nado and hail business in Kansas is subject to 

revision. Frank L. Travis, Superintendent of 

Insurance, has set a hearing for October 17, 

When the entire matter of the fire and tornado 

rates upon all property and a complete revision 

of the hail business will be considered. 

Some weeks ago the department sent out a 


request to all the companies writing hail lines 
asking for some specific information about the 
hail business. It was announced at that time 
that after the hail season had ended the de- 
partment would call a conference of the hail 
companies to see what could be done toward 
fixing maximum acreage values, the rates for 
hail and the protection to various interests that 
might appear in a field of growing grain. 

Since that time the underwriting experience 
by classes of the fire companies has been com- 
piled. It shows a loss ratio of 34.3 per cent 
and the department determined to seek a re- 
duction in the fire rates also. The announce- 
ment that fire and tornado rates would be con- 
sidered at the hearing came as a surprise to the 
insurance men. 

The notice of the hearing was sent to W. C. 
Hodges, attorney-in-fact and inspector for the 
bureau in Kansas. The letter said: 

“You are hereby notified as attorney-in-fact 
that there will be a hearing in the office of the 
Superintendent of Insurance for the State of 
Kansas, commencing at 2 o’clock P. M., Mon- 
day, October 17, 1921, and continuing as long 
as matters pertaining to the questions involved 
in the hearing are presented. 

“The purpose of the hearing is: 

(a) To determine whether the fire and 
tornado insurance rates applying to 
all classes of insurable property in 
this State can be reduced and to 
what extent. 

(b) To determine whether the hail in- 
surance rates applying to all classes 
of insurable property in this State 
can be reduced and to what extent. 

(c) To determine upon a new basis for 
hail insurance covering and fixing 


maximum limits per acre. 

(d) To determine method of protecting, 
interest of various persons insured 
under hail policies, eliminating the 
writing of policies to protect each 
interest. 


“You will, as attorney-in-fact for the insur- 
ance companies, advise officials of said com- 
panies of this hearing, the date, scope and pur- 
pose of the same, and that they will be in at- 
tendance either in person or by authorized 
representatives. 

“You will be advised later as to the data 
and information to be furnished at this hearing 
by the companies.” 


H. C. Landwehr Opens Office 

Harry C. Landwehr, certified public account- 
ant, who recently resigned as treasurer and 
director of Frank B. Hall & Company, Inc., 
has opened his office at 75 Maiden Lane, New 
York, where he will undertake all kinds of 
auditing and accounting work, specializing in 
audits, examinations and statistical work for 
fire, marine and casualty insurance companies, 
agencies and brokerage firms. 

Prior to his connection with Frank B. Hall 
& Company, Inc., Mr. Landwehr was secretary 
and director of Joseph Froggatt & Company, 
insurance accountants and auditors. | 

He has had eighteen years’ practical experi- 
ence and is, therefore, qualified to handle all 
branches of insurance accounting. 


Admitted to New York 
A corporation certificate has been issued to 
the Liberty Fire Insurance Company of St. 
Louis, Mo., to write fire insurance in New 
York State. 
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North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
©: JOHN PETERSON, Secretary 


W. G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 


























110 WILLIAM STREET, NEW YORK, N. Y. 


UNITED STATES BRANCH 7 
HORATIO N. KELSECY, MANAGER - 





SALARY AND COMMISSION 


To travelling Special or high grade Local Agents, in Indiana and Michigan, who want 
the best there is to sell, in the Accident and Health line, to the Preferred class of risks. 
Principal Sum $5,000.00 with $25.00 a week for any disability. Premium $10.00 per 
quarter. Home office connection with thoroughly experienced men who not only 
know how but do co-operate. 


INCOME GUARANTY CO., South Bend, Indiana 





































“A NEW YORK_SERVICE FOR NON-RESIDENT AGENTS” 


New general agency in Tennessee 1s open for a 
Company writing fire and automobile. Can 
guarantee volume of $50,000 premiums annually. 
General Agency located at Scranton, Pa., seeks 
representation of Company writing full collision. 
Volume of premiums now on books in excess of 
$40,000. 

Agency located at Wilkes-Barre, Pa., seeks 
general agency of fire Company. Can deliver 
$12,000 premiums annually. 

Companies interested in the foregoing can se- 
cure complete information by addressing in 
confidence 


The GOTHAM Agency 


102-104 Fulton Street New York 
W. F. MURPHY, General Manager 


CRUM & FORSTER 


GENERAL AGENTS 
95 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co. ; Buffalo, N.Y. 
United States Un derwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 































North British « Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 











SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co.| 


iS MANCHESTER,N. H.») 








, FIFTY-FIRST : 

“PROGRESSIVE ANNUAL STATEMENT 

January 1,1921 

CASH CAPITAL $ 1.750,000.00 
ASSETS $ 10,277.226.70 
LIABILITIES.Except Capital $ 5,903,643.86 
NET SURPLUS $ 2,623,582.84 
SURPLUS TO POLICY HOLDERS $ 4,373.582.84 
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FIRE MARSHALS’ PLAN 


Many Reports to Be Made and Ad- 
dresses Heard 








CHATTANOOGA PROGRAM 





E. H. Herron to Make Address of Welcome 

J. A. Tracy, president, and L. T. Hussey, 
secretary-treasurer of the Fire Marshals Asso- 
ciation of North America, have announced the 
tentative program for the sixteenth annual con- 
vention of the association to be held at Cirat- 
tanooga, Tenn., September 22, 23 and 24. The 
association has a large number of conimuttecs, 
which have been unusually active and are ex- 
pected to present interesting reports. The pro- 





The Liberty Fire 


Insurance Co. 


Statement, Dec. 31, 1920 


Total Liabilities $491,607.98 
Capital Stock.. 200,000.00 
Net Surplus... 244,784.97 





Total Assets... $936,392.95 


LINES WRITTEN 
Fire, Lightning, Tornado, Rent, 
Use and Occupancy 


Automobile Fire Floater 
Riot and Civil Commotion 


The Surplus will be further in- 
creased from time to time as 
business warrants. 


Home Office 


TITLE GUARANTY BLDG. 
ST. LOUIS, MISSOURI 

















grams of addresses before the convention is 
varied and should prove interesting. 
The program follows: 


THURSDAY, SEPTEMBER 22 

Invocation—Rev. Thomas S. McCallie, Pastor, Cen- 
tral Presbyterian Church. ‘‘Star Spangled Banner.” 

Address of Welcome—For the City, E. H. Herron, 
Commissioner of Fire and Police; for the State, 
f;overnor Alf Taylor. 

Resopnse—Fire Marshal FE. P. 
Ontario, Canada. 

Roll Call—Active and Associate Members. 

President’s Address—Fire Marshal J. A. 
Iowa. 

Report of Secretary-Treasurer—Fire Marshal L. T. 


Heaton, Toronto, 
Tracy, 


Ilussey, Kansas. 

Report of Standing Committees—Committee to Co- 
operate with the National Board, Fire Marshal J. A. 
Tracy, Iowa, Chairman; Committee to Co-operate with 
the National Government, Fire Marshal J. A. Tracy, 
Iowa, Chairman; Committee on Publicity and Educa- 
tion, Editor Ralph E. Richman, Ohio, Chairman; 
Committee on State Building Code, Fire Marshal H. 
A, Dykeman, Ohio, Chairman; Committee on Standard 
Equipment, Commissioner Arthur Rogers, Tennessee, 
Chairman; Committee on Membership, J. Bart Foster, 
Secretary, State Insurance Board, Oklahoma, Chair- 
man; Committee on Constitution and By-Laws, Insur- 
ance Commissioner W. N. Van Camp, South Dakota, 
Chairman; Canadian Committee, Fire Marshal E. P. 
Heaton, Ontario, Chairman; Committee on Legislation, 
Fire Marshal Homer Rutledge, Michigan, Chairman. 

Appointment of Special Committees. 

“Fire Prevention and Insurance Rates’’—F. G. Lind- 
sey, Deputy Insurance Commissioner, Little Rock, Ark. 

Discussion—General. 


FRIDAY, SEPTEMBER 23 

Report of Special Committees. 

“Should All Fires Be Investigated, and Should Fire 
Marshals Approve Adjustments Before Payment?” 
Insurance Commissioner G. Waldon Smith, Maine. 

Discussion—General. 

“How Better Results May Be Obtained Through 
Full Co-operation Among State Fire Marshals’—T, Al- 
fred Fleming of National Board of Fire Underwriters, 
New York. 

Discussion—General. 

“Visual Education, Projectors and Film Hazards,” 
with demonstration as to their safety—Gordon Fergu- 
son, Toronto, Ontario. 

Discussion—General. 


SATURDAY, SEPTEMBER 24 

“Loss of Life from Fire and How It Can Be Mini- 
mized’’—Fire Marshal Geo. H. Nettleton, Minnesota. 

Discussion—General. 

Round Table Discussions—Leader, Ralph E. Rich- 
man, Editor, Fire Protection, Cincinnati, Ohio. 

Open Forum for All Fire Marshals’ Problems— 
Questions to be sent to Mr. Richman, or to be placed 
in Question Box on or before 9 o'clock A. M., Satur- 
day, September 24. : 

Reports of Special Committees. 














F.M. MACHMER 


President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 








Unfinished Business, 
New Business. 
Election of Officers, 
Adjournment. 


Fond du Lac Organizes Insurance Body 

A Fond du Lac county branch of the United 
Federation of Insurance Underwriters of Wis- 
consin, affiliated with the national organiza- 
tion, was organized by twenty-five prominent 
insurance men of the county at a luncheon held 
at the Palmer House last week. 

A. G. Dana of Fond du Lac was elected 
president of the new organization. Louis C. 
DeBruin was elected secretary and treasurer. 
An executive committee consisting of five mem- 
bers and representing the different lines of 
insurance were also appointed at the meeting. 





*‘Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 187! 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 600,000} 


Surplus to Policy 
Holders...... . 1,185,341 


ROIs sisvraes 3,067,549 
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LIBERAL CONTRACTS FOR AGENTS WITH 


TWO-REPUBLICS LIFE 


The Two-Republics Life Insurance Company of El Paso, Texas, welcomes 
new agents who join its forces whose desire it is to make a connection with 
a clean, progressive, and rapidly growing company. 


The Company’s contracts are liberal and its sub-standard facilities enable 
its agency force to do away with wasted effort and lost motion in the volume 


produced. 


Territory open in Texas, New Mexico, Arizona and Arkansas. 


FOR FURTHER INFORMATION WRITE THE HOME OFFICE 


TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 














WHEN HELP 
COUNTS MOST 





A little help by way of quick issuance of policies— 
shooting ’em right back ready for delivery before the 
prospect gets cold—spells the difference between success 
and failure’ many times. 


Help to agents is a hobby with The Lincoln National 
Life Insurance Company. Every assistance possible in 
getting the business and serving policyholders is eagerly 
extended. 


Because of the Lincoln Life ambition to help, it pays to 


(CINK uP (wins THe (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character’ 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $180,000,000 in Force. 























STATE LIFE 
INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 





PROGRESSIVE CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 





On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








CARNEGIE COURSE 


Seventy Out of 110 Students Receive 
Graduation Certificates 





SIX WOMEN ARE INCLUDED 
Students Were Required to Write Three 
Applications 
The Carnegie Summer School of Life In- 
surance Salesmanship, which has been in ses- 
sion in San Francisco since June 21, closed on 
August 20. Out of a class of 110 students, 
seventy received certificates of graduation. Of 
this number, six were women. One of the re- 





For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. ‘That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield Massachusetts 
Incorporated 1851 


CRON Cie MARR 6 camo, 
A IR TS, 


Insurance Sales Letters 


open. the way to real business—create a keen 
= ization of the value of adequate insurance and 
— the way for a personal call to close the appli- 
= More than 400 salesmen are using Hull’s 
corporation = letters for life, accident, partnership, 
any * on and fire business. An insurance com- 
hal * Clat writes, “‘Am well pleased with the letters. 
quest rest to make effective use of them.” Re- 
Particulars—ask for folder 11A. 


WILLIAM 
em HULL Madison, Conn. 














Re: 





quirements for graduation was the writing of 
three applications by each student, and as the 
result over $2,500,000 of business was produced 
by the student body during the nine weeks’ 
school term. H. A. Binder, general agent for 
the Massachusetts Life, held the honors for 
volume of business submitted. 

Kellog Van Winkle, a new man in the insur- 
ance business, held the record for number of 
applications submitted. A class banquet was 
held on the evening of August I9, at which the 
faculty and general agents who had sponsored 
the school were guests of honor. 

The commencement addresses were delivered 
by F. E. McMullin of Los Angeles, who spoke 
on “Successful Selling Methods and Require- 
ments,’ and J. B. Duryea of San Francisco, 
dean of the school, who spoke on “Reducing 
the Wastage of Agents.” 


CLAIM MEN’S PROGRAM 

The following program of the International 
Claim Association meeting to be held at 
French Lick Springs, Indiana, has been issued: 

“Address of Welcome.’’—Stuart A. Coulter, 
Indiana Insurance Department. 

“The Economic Aspect of Venereal Disease 
as Applied to Accident and Health Insurance.” 
—Dr. Joseph L. Boehm, formerly professor of 
genito-urinary surgery and syphilology, College 
of Physicians and Surgeons, St. Louis, Mo., 
now of department of urology, Bellevue Hos- 
pital, New York city. 

“Privileged Communications of Physicians 
in Accident and Health Insurance.”—Edwin 
A. Jones, attorney, the Fidelity and Casualty 
Company. 

“How the Claim Adjuster and Underwriter 
Can Be of Material Assistance to the Com- 
pany and Policyholders by Closer Co-opera- 
tion.”"—Fred J. Williams, general agent, Pa- 
cific Mutual Life Insurance Company, Louis- 
ville, Ky. 

“Validity of the ‘Other Insurance’ Clause 
and Its Application to Death Losses.’—Ross 
J. Ream, attorney, Kansas City, Mo. 

“Selling Insurance Companies vs. Selling 
Insurance Policies.,—Norman R. Moray, vice- 
president and general manager, Hartford Ac- 
cident and Indemnity Company. 

“Trial and Appeal.’”—Martin P. Cornelius. 
attorney, Continental Casualty Company. 

“Non-Cancellable Policy Claims.”—Frazer 
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FRATERNAL MEN MEET 





National Congress Convening in 
Chicago 





HENRI ROY NEXT PRESIDENT 





Four Thousand Attend Opening Sessions— 
Campaign for Health Conservation 

With nearly four thousand delegates in at- 
tendance the National Fraternal Congress of 
America opened its annual convention at the 
Hotel Sherman to-day. The convention is 
considered the largest in the point of attend- 
ance, and the most important from the point 
of matters taken up, in the history of the or- 
ganization. 

President George P. Kirby called the con- 
vention to order and addresses of welcome 
were made by representatives of Governor 
Small and Mayor Thompson, and by Mrs. Eva 
Child on behalf of Illinois fraternal societies. 
Vice-President Henri Roy responded to the 
welcome speeches, and greetings from the 
Canadian Fraternal Association were pre- 
sented by Sidney H. Piper, its president. 

The first day’s session was taken up largely 
with meetings of various committees. In the 
afternoon reports were made by the following 
committees: Committee on conference with In- 
surance Commissioners; the committee on 
statutory legislation; the committee on state 
of the orders and statistics; the committee on 
ethics; the committee on legal co-operation, 
and the national health conservation commit- 
tee. Mrs. Mary La Rocca reported upon the 
sessions of the committee on thrift and sav- 
ings and Norman B. Harris upon the National 
Red Cross committee. 

The most important report is that of -the 
committee on national health conservation, 
which outlined a comprehensive plan whereby 
the fraternal societies of the country will take 
steps to work with all public committees in the 
work of reducing the mortality of its members 
and the public in general. 

For the first time in the history of the or- 
ganization, Canada is expected to annex the 
presidency of the congress. Henri Roy, of 
Montreal, secretary and treasurer of the So- 
ciete Des Artisans, organized in 1877, and one 
of the most active fraternalists in the Do- 
minion, is the man most prominently men- 
tioned as successor to President George P. 
Kirby. Mr. Roy, who has been an active 
worker in the congress since its organization, 
has many warm friends in fraternal circles of 
the “States” who are lining up solidly behind 
him for the presidency. 

One of the most important addresses of the 
convention will be that of Jesse S. Phillips, 
Superintendent of Insurance of New York 
State. He will speak on Insurance Commis- 
sioners and fraternal societies. The congress 
closes September 3. 


B. Wilde, superintendent of claim department, 
Connecticut General Life Insurance Company. 

“Subject to be Announced.”—Edgar Harold, 
claim representative, Pacific Mutual Life In- 
surance Company. 
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An Anchor to Windward! 


Business men and investors realize, as never before, how easy it is to 


make losses. 


Profits in speculative securities have taken wings and left their owners 
in greatly reduced circumstances, sometimes at a time in life when recovery 
is difficult. Comparatively few men over sixty are independent. 


To protect yourself against such reverses investment in non-fluctuating 


Farm Mortgages 


will provide you a competence in old age with assured income. 
The relief from financial care an1 worry is absolute. 


Today farm mortgages can be secured to net investors seven per cent. 
for ten years and represent the only indestructible, dependable, income pro- 
ducing security always worth par. 


nterest rates are declining. Alre< > Federz ‘serve Bz s 
Interest rat leclining. Already the Federal Reserve Bank ha 
reduced its rate to 6% and 514%. 

The F. B. Collins Investment Company has specialized in Scuth- 
western farm mortgages and its offerings will meet any investor’s most 
exacting requirements. 

The service of this company is based on 37 years’ experience without 
the loss of a dollar to any investor. 

The holder of surplus funds will be interested in our Booklets ‘‘Why 
Collins Farm Mortgages Are Safe’”’—‘‘As Others See Us”’ and ‘‘8% Collateral 
Trust Bonds.’ Sent free for the asking. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers 
Association of America 


727 Monadnock Block, Chicago Home Office: Oklahoma City, Oklahoma 
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NEVER KNOCK 


Lapse Register Provides Many Good 
Prospects 


HOW ONE AGENT CLIMBED LADDER 


Chapter from “Hints to Industrial Agents,” 
by William Meador 

Never under any conditions knock another 

company. Understand, you are not hurting 

the company. Your knocks affect them but 

little. The one you do hurt is a man of your 

You are 


own profession—your brother agent. 
taking his bread and meat when you knock the 
business from which he derives a living. The 
next time you are tempted, stop and think of 
your brother agent. 

Your lapse register is a hotbed of prospects. 
Go over your lapse register each week and see 
if you have not lapsed some member who at 
some time back in the past had a run of hard 
luck and‘had to lapse, who is now in good cir- 
cumstances. Make a list of these and make 
calls. You will be surprised at the amount of 
business you can write by using this method. 

Copy a list of claims at the office and keep 
this list with you all the time. [Each week add 
to your list as a new member dies. This list 
will be a great stimulant to your business. It 
is a fine thing to get new business; also to hold 
the old business. It puts new life into those 
in arrears. In case you have a death on your 
debit, tell everyone oft your policyholders the 
next Monday morning in a quiet way. You 
can save a great deal of business now on the 
. fence by using your claim list. 

There arrived in a large city of the South 
many years ago a man by the name of Samuel 
Johnson, tooking for work. Johnson was a 
raw youth, fresh from the country, this being 
his first trip to a large city. In a crude state 
he was on his arrival. He scarcely could write 
his name in a legible hand, and could read 
only with great effort. His clothes told the 
story of the place from which he had hailed. 
His actions told that he was awed by his new 
surroundings. 

His first night was spent in a cheap lodging- 
house. That night at the evening meal he met 
a number of the lodgers, of whom he inquired 
where he could get work. He was told that his 
chances of finding work in the city were very 
slim: that as a rule there were at least ten or 
fifteen men applying for every vacant position, 
and, besides, he was a green man, and prefer- 
ence would be given to a man who knew the 
Ways of the city. . 

On the next day he bought a daily paper and 
tread the “Want Ads.” After many inquiries 


he found the addresses of the firms who had 
advertised for men, only to find the halls and 
outer offices blocked with men who were al- 
ready applying for the same positions. 
of the men had been standing in line all night 
In most 


Some 


in order to be the first called upon. 
of the places the positions had already been 
filled before he arrived. 

Day after day he kept up his rounds apply- 
Ing at the same piace where there had been 
advertised “Help Wanted,” only to find the 
positions filled or a number of applicants who 
had arrived before him applying for the same 
His funds soon began to run low, 
with him. It 


position. 


and things were going hard 
seemed as if he were going to make a failure. 

One day while sitting on the steps of his 
lodging-house in one of his lowest moods he 
was approached by a man with a large red 
book m his hand, who greeted him with a 
bright smile and a kindly “Good-morning.” 
could not understand why it was that a stranger 
all of this The 


himself : my 


Ile 


show him kindness. 


introduced 


should 
stranger “Davis is 
name, and I am with the Safeguard Life In- 
surance Company. How are you fixed on in- 


surance? | would like to explain to you a new 
policy that we are just placing on the market.” 
Johnson replied, “I can hardly buy bread and 
meat, let alone life insurance. If you will ex- 
plain to me where [ can find a position you 
will be doing me a greater service at the pres- 

than selling me insurance 
The agent told him that at times his 
them in the 


ent time a life 


policy.” 
company took men on to train 
business, and there might be 


He gave Johnson the 


a chance of his 
getting on at the office. 
office address and the name of the superinten- 
dent. 

That afternoon Johnson called at the office 
of the Safeguard Life Insurance Company and 
inquired for the superintendent. The superin- 
tendent was a man who knew the ways of men 
human nature. He looked 
that raw country 


and could read 
Johnson over and 
youth a man who would make his mark in the 
world. He noted the straightforward, honest 
look that Johnson gave him. “There no 
His square chin showed re- 


saw in 


vas 
fear in his face. 
markable will power, while his lips voiced the 
Johnson was not aware that he was be- 
Neither did the superintendent 
He merely told John- 


truth. 
ing measured. 
inform him of the fact. 
son that he could place him in a position as 
special canvasser, and that he would have to 
work himself up before he could be placed on 
a debit; that the insurance business called for 
hard work, and if he expected to succeed he 
would have to be on the job all time time. 
Johnson had a hard time at first, but that 
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innocent look, and honest, country face seemed 
to win over the people. He possessed those 
rare qualities that are found only in a few 
men. Any 
question that came before him he always looked 
on the brightest side of it. He many 
friends, who remained true to him. 


He did not know what defeat was. 


won 
During 
his first weeks in canvassing he made many 
breaks and many slips, but he- managed to land 
In the meantime he reached the 
both meet, 


his prospects. 
stage where he could make ends 
and began to save his money. 

He discarded his old clothes and bought new 
Ile attended night school. His writing 
He learned the higher forms of 
tle read all the eood books he 
He 
took several insurance papers and kept posted 
Iinally 


ones. 
improved. 
arithmetic. 
could find, especially those on insurance. 


on the current events of the business. 
he moved his boarding-house to a better part 
of the city and met a new set of people. 

One day his superintendent called him and 
told him that he had an open debit he wanted 
to take charge of. Johnson jumped at 
the chance. He was told that the last man on 
that debit had made a complete failure of it, 
and that if he would take the debit and make 
reward 


him 


a good showing the company would 
him. The 


large balance due, and nearly all the policies in 


assistant checked him in with a 
arrears. 

The first Monday on going out on this debit 
Johnson decided he would try some new ideas 
of his own. On the first call he was informed 
by the policyholder that she was not going to 
pay her premium that weck. 

“Why, your policy is in arrears,” he said. 
that way. My 
that vou 


“You can’t afford to let it go 
instructions the 
must pay your premiums when due.” 

The policyholder him 
other agent did not 
iissed paying her premiums. 


from company are 


the 


she 


that 
when 


informed 
say anything 
Johnson told her 
that this was the very reason the other agent 
was not collecting this debit now. He also 
informed her that the company had placed this 
debit in his charge, and it was his business to 
see that the premiums were paid, and it was for 
him to tell the policyholders when to pay their 
premiums, and not for them to dictate the af- 
fairs of his debit, as he had other things to do 
besides making back calls, and he would call 
on her once a week and that was Monday. If 
she wanted to pay her premium she should 
pay it on the day it was due. She could pay 
now or wait until next week, or lapse, or be 
advertised to the neighhors as slow pay. Agent 
Johnson collected that premium and all the ar- 
rears, and was never troubled with that house 


again. 





A few more calls down the street he came 
to the house of Mrs. Jones. He knew her 
policy was in arrears. Mrs. Jones meant well, 
hut was backward in paying. “Four weeks to- 
day, Mrs. Jones,” he said (this would pay the 
arrears on the policy and place it one week in 
advance). Mrs. Jones paid the arrears, al- 
though she meant to put him off until the next 
week with just one payment. Johnson had 
foreseen what she was going to do, for he 
knew her and her kind, and that was the rea- 
son he asked for the four weeks. By putting 
brains into his work he collected those arrears. 

Johnson was a close observer. After re- 
‘ceipting Mrs. Jones’ card, he noticed there 
were several children about, and proceeded to 
pass compliments about them. The easiest way 
to win over mothers is to love their children. 
Agent Johnson at once made friends with the 
children and finally persuaded the fond mother 
to have two of them insured. He left the 
house with the two applications paid for, the 
family in good spirits, with a pleasant impres- 
sion of Johnson and his company. 

Johnson had been reading many articles on 
system in the insurance papers, and decided to 
place his debit on system. He told certain 
policyholders that he would be by on Monday 
and others on Tuesday. He informed them 
the very hour he would call at their homes. 
The people soon began to get into the habit of 
paying their premiums on these dates. He 
never failed. If he had an appointment he al- 
ways kept it. He made night calls while other 
agents were out at theaters and ten-cent mov- 
ing picture shows, and having a good time. His 
debit began to improve. He collected the 
balance due. He made good increase and had 
a large reserve to his credit. When the time 
came to pay the reserves the other agents 
when they learned the 
His Saturday pay 


opened their eyes 
amount Johnson drew on. 
soon became the largest in the office. He 
helped his assistant with the office details and 
soon learned the routine of the office work. 
Soon there was a vacancy in the assistant’s 
Johnson was the only man who could 
fill the place. He had trained himself for pro- 
motion while the others were seeking pleasure. 
In his work as an assistant his men liked him, 
as he was always doing favors for them. His 
staff led the office. His men drew the highest 
wages. If the superintendent wanted a leader 
in any contest, Assistant Johnson always was 
the first man to pledge his part of the work. 
The other staffs 


ranks. 


Prosperity is contagious. 
in the office, seeing what Assistant Johnson 
‘was doing, put the same spirit in their work. 
In a short time the district was leading the 
company’s entire field force. Each man seemed 
to try to excel the others. Agents who had 
been idling found no time for picture shows. 
They were busy at night landing prospects. 

Two or three vears later there was an open- 
Assistant Johnson was 
He is there 


ing in another city. 
sent there to be superintendent. 
to-day, summing up the new “Johnsons” who 
arrive from the country. As far as the insur- 
ance business is concerned, he is practically at 
the top in the field work, after a long, hard 
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climb. Some day he may even go higher. A 
man with his capacity for work has no limit. 

How many Johnsons are there in the world? 
You will find them scattered here and there 
Let the life of Agent 
Perhaps you are 


among the multitude. 
Johnson be a lesson to you. 
an agent whose mind has never been opened as 
to what the possibilities of the insurance busi- 
Perhaps you are struggling along in 
You have 


ness are. 
the same beaten path day by day. 
the ‘same chance as Johnson had, if you will 
only apply yourself. 

The world to-day needs trained men, es- 
pecially in the insurance business. Train your- 
Know the ins and outs of 
when the time 


self to your work. 
the insurance business, and 
comes for the office to make a promotion, have 
yourself so fitted that the company can't refuse 
to promote you. 


New Argument for Insurance in Hard Times 
The history of life insurance shows that 
business is nearly as good in hard times as in 
good times, but what life insurance men have 
not appreciated sufficiently is that the business 
written in hard times is secured by an entirely 
different line of argument from that which is 
effective in times when money is plentiful. 

One of the best general arguments for life 
insurance in times like the present is that 
three-fourths of what is bought at the present 
time is so expensive and unsatisfactory as not 
to be worth the price. It is extremely difficult 
to be able to spend money in these times and 
to get one’s money’s worth. Let one buy be- 
yond the actual necessities, such as food, cloth- 
ing or luxuries, or make investments in reali 
estate, buildings, furniture, etc., and he will see 
how little he is getting for what he is spend- 
ing. How much wiser such a man is if he 
foregoes the pleasure of purchasing now and 
puts this money into life insurance, which is 
one of the things which he can buy at a normal 
price. A prospect who has a little surplus 
money at the present time will not fail to notice 
all about him the evidences of extravagance 
and unwise spendings; he also cannot fail to 
conclude by observing those who are not so 
fortunate as to possess a good income or a 
little ready money, or who have had their in- 
comes reduced, how wise he is to consider the 
future and not only the possibilities of death 
but of financial misfortune and savings in the 
form: of a life insurance policy with surrender 
and loan values presenting investment com- 
bined with protection. Of course, it is too late 
to sell a man,after he has spent his surplus 
accumulated during the war, or after he has 
had his income reduced, but, fortunately, all 
prospects are not in that condition. 

There are always some people who have 
money with which to buy life insurance if they 
really want it. It is these people, stimulated 
hy the examples about them of people who did 
not provide themselves with protection, who 
make easy prospects for the life insurance man 
in hard times. 

The man who has a mortgage, who feels an 
obligation and who realizes what would hap- 
pen to his dependents if he were taken sud- 
denly away will strain a point and squeeze 
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Right to Induce Agents to Leave Company 
Questioned 

The legal right of one industrial accident 
and health company to take agents from the 
service of another company may be decided 1} 
the courts of Wisconsin as the result of a suit. 
Last spring J. J. Tague, formerly agency man- 
ager of the Time Insurance Company of this 
city, organized with others the Supreme 
Casualty Company of Milwaukee. Mr. Tague 
necessarily had a wide acquaintance among 
the agents of the Time. 

Now Circuit Judge Gohr has signed a tem- 
porary restraining order, on the petition of the 
Times Insurance Company, restraining the Su- 
preme Casualty Company from “in any way en- 
ticing away” the agents of the Time. In its 
petition the Time charged that the Supreme 
was endeavoring to take its agents and to 
“switch” its business and was using other “un- 
fair” competitive methods. Until the hearing 
on a motion to make the injunction permanent, 
officers of the two companies have little to say 
about the case. 

Attorneys stated that this was the first suit 
of its kind filed in Milwaukee courts and one 
of the first of its kind in the United States. 

Following Up a Death Claim 

When the company hands you a check to pay 
to the beneficiary covering a death claim, what 
benefit do you derive therefrom? If you 
merely present the check and receive in returi 
a letter of thanks and go on your way, you 
have accomplished nothing; in fact, a two-cent 
postage stamp would have obtained the same 
results, and the company would have saved 
your expenses of the trip, for under such cir- 
cumstances the deal is closed, as far as you 
are concerned. Your work should begin after 
receiving the letter from the beneficiary, by 
your making a thorough canvass of the rela- 
tives and their immediate friends. A death 
claim should result in bringing back with you 
practically the amount of the claim in new pre- 
miums, and you should not be satisfied to 
leave the community until such results have 
heen obtained.—-l. i. Werkhoff, President. 
LaFayette Life. 

275,000 Reiected for Life Insurance Last 
Year 

Approximately 275,000 people in the United 
States received last vear the discouraging news 
that they had put off applying for life insur- 
ance until too late, reports the Prudential 
Record, which goes on to say: 

The amount of protection that would have 
heen granted had all been eligible was $600.- 
000,000, and these figures do not include appl- 
cants for industrial insurance who were re- 
jected. 

The Prudential alone declined over 30,000 
people, for millions of dollars of insurance. 

Only the man who has been rejected knows 
the keen and hitter disappointment the infor- 
mation brings with it that he has been denied 
the greatest investment in the world. 


enough from his income to pay his premiums. 


—Illinois Life Bulletin. 
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Need for Insurance Greater Than Before 

Don’t pass the buck as an excuse that busi- 
More in- 
than 


ness isn’t good. Business is good. 


surance will be writen this ever 
before, because of the growing need for life 


Reports in life insurance journals 


year 


insurance. 
hack up this statement. 

Proper mental attitude always has and al- 
ways will generate in every age enthusiasm, 
industry and increased vision. The men who 
have failed in any selling game possessed only 
limited vision, just enough to see to-morrow or 
the end of to-day. So they passed out and 
have repeated this passing, because their back- 
hone was badly bent. 

The Almighty gave you a head and a brain 
for you to use. You don’t have to work this 
brain overtime to know that there are more 
professional men in the world to-day than 
ever before. There are more men in business. 
The doctor, the dentist, the druggist, the coal- 
man, the’ baker, the milkman, the shoe-dealer, 
the grocer, the landlord, the banker, the sala- 
ried men, the railroad employee, the street-car 
employee, the gas company employee, the city 
official, the county official, the loan agent, the 
real estate dealer, the hotel proprietor, the res- 
taurant man, the grain broker, the commission 
merchant, the butcher, the tailor, the farmer, 
the hired man—all these and more have been 
with us for years and there's no indication that 
their number will decrease. 

The ‘ountry’s slogan has been “ig2t will re- 
ward 
arguments at their tongue’s end and with the 
making it 

These men are 


ighters.”” Real salesman, with live, telling 


attitude, are read, 
“tg21 is rewarding fighters.” 
thankful, mighty thankful, that the 

“easy come” is off the calendar forever. 


right mental 


day of 
They 
were getting rusty in their sales talk, but they 
knew the condition could not last. Now they 
are filled with the scent of battle, and they 
want to develop to cash in on real salesmanship. 
The man off in the corner, or he may be 
sitting in the front row in the district office, 
can't pull the shades down on his standing. 
If he attempts to, he’s evading the issue. It 
makes no difference how long he’s been with 
the company, whether seven years or twenty- 
ine, if he doesn't keep step with the require- 
ments of his profession he’s being crowded off 
the blackboard to the zero mark in results. 
lle’s making his work work instead of joy. 
We make this appeal to such men. If you've 
Sot a small opinion of your ability, if you con- 
sider yourself a back-number, if you've lost 
terest in big earnings, if the day has faded 
when you enthused over your district leader, if 
feel you're a small toad in a very large 
e, then get this thought and get it right: 
Vithin you is the spark that can be fanned by 
fathusiasm to the point where you can accom- 
lish even greater things than have yet been 


lished by any individual. 

Your age makes no difference. Some men 
‘re failures at thirty. Others hit their gait at 
ty or whenever they acquire the right men- 
lal attitude. Don’t say this does not apply to 
Consider it—not to-morrow or 


JOU, It does. 


Nex 


‘t week or when you “have more time,” but 


+ 
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yy When a half-hour devoted to close com- 
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Canvassing 

A man who serves as agent owes it to his 
family, himself and his fellow workers to do 
his level best. If he does not work persistently, 
with an aim to better the condition of his 
debit in all departments, he is falling short of 
his duty. 

He may be a fine collector, keeping his people 
always in advance, but unless he is adding 
steadily to the amount of his debit, he is still 
a collector, and not an agent in the full sense 
of the word. . 

Business must be canvassed for. While some 
people will ask to be written up, the number is 
small—too small to do him much good. There- 
fore, he must canvass on the debit, off the 
debit, and in the section where the debit lies. 

Any agent will not only gain in business 
through straight canvassing, but he will gain 
force and improve in his ability to close. The 
reason for this is that he will constantly come 
into contact with people who do not under- 
stand life insurance and he will increase in 
knowledge and tact in overcoming the objec- 
tions they may have to offer and so be enabled 
to present the subject in such a way as will 
show the great beneticence of life insurance. 
He will meet a wide variety of arguments, and 
ere long he will have a wider variety of reasons 
why people should insure. 

The way to get acquainted with people all 
over your debit is to straight canvass. Jt has 
the hit-or-miss method beaten one mile plus a 
million. Straight canvassing not only rounds 
up business for immediate writing, but it will 
keep your back-call list always full. 

The agent who has the capacity and ability 
to write strangers on a straight canvass has it 
all over the man who is content to plod along, 
taking an application here and there and mak- 
ing no special bid for the insurance the people 
should have and will take if the peptimistic ap- 
proach is made. 

And the assistant—oh, yes, he should be a 
past master in the straight-canvassing game, 
for he can then take out the new agent and 
show, by his own work, the possibilities of the 
business. 

To straight canvassing is due many of the 
mighty results of this company in industrial 
insurance. Let every man look upon the sys- 
tem as one of the first principles in permanent 
success and let him also remember that the 
man who regularly straight canvasses is right 
in line for progress.—Prudential Record. 


W. J. Hering Heads Industrial Department 

W. J. Hering has been appointed manager 
of the industrial department of the Public 
Savings Insurance Company of Indianapolis. 
Ds; E. 
trial department, will do special work in both 
home office and field under the direction of 


Cayton, former manager of the indus- 


the executives. 








munication with yourself may show you to be 
a record-breaker. ; 

The demands of the hour are for salesmen 
who can talk insure instead of insurance. Are 
Tf not, will you be ?—Pru- 


you one of these? 
dential Record, 





Metropolitan’s Fine Work in Life 
Conservation 
The Metropolitan Life has issued an illu- 
minating pamphlet on the success of their 


campaign to lengthen life among holders of in- 
dustrial The campaign started in 
1909, when the work was begun to keep down 
the mortality of the group which has, in gen- 
eral, been higher than the average of the popu- 
lation. This was due, the Metropolitan says, 
to the economic and industrial conditions un- 
der which the policyholders live and work. 

Measured in terms of lives, the improvement 
in industrial mortality in 1920, over IQII, means 
a saving of 38,000 lives; measured in terms of 
dollars and cents, it means a saving of $7,530,- 
coo in death claims. 

The registration area mortality record for 
1920 is not available. The improvement of the 
company’s mortality in I919 over IQII, in ex- 


policies. 


cess of the improvement in the registration 
area for the same years, means a saving of 
17,800 lives and $3,451,000 in death claims. 

The company’s campaign to prolong life has 
followed four main lines: ‘ 

1. Education of policyholders in personal 
hygiene by distribution of specially prepared 
booklets and pamphlets to teach them the fun- 
damentals of health and the prevention of 
disease. The total distribution to January 1, 
1921, Was 213,522,204 pamphlets. 

2. Organization of a visiting nurse service 
to care for policyholders when ill, and inci- 
dentally to teach sanitation and hygiene. To 
January I, 1921, a total of 11,830,684 visits were 
made. 

3. Development of an Industrial Service 
Bureau to co-operate with employers of labor 
in securing better working and living conditions 
for their work people. 

4. Co-operation with health and other off- 
cials of State and cities to secure adequate 
legislation and appropriations for the conduct 
of constructive and progressive health work. 

Incidentally, the company has prepared ex- 
hibits, made sickness and sanitary surveys, car- 
ried on “clean-up” and baby welfare cam- 
paigns, and has attempted to supplement the 
activities of social and civic agencies in the 
improvement of health in their respective com- 
munities. 


‘a hane  Rav EEN eee 
National Thrift Association Fails 

The National Thrift Association of New 

York, which placed industrial insurance in 


connection with thrift bonds to employees of 
large industrial plants, has been placed in the 
hands of the State Banking Department. The 
organization was said to have placed over 
2,000,000 dollars of insurance during its ex- 
istence. 





Fear Yellow Fever Invasion 

From Mobile, Ala., comes the announcement 
that the health authorities are taking ample 
precautions for the protection of the coast 
region against yellow fever. The State health 
Department has received a telegram from Sur- 
geon General Cummings announcing that yel- 
low ever had been discovered in British Hon- 
duras. 








WORDS ARE GOLD 


To Waste Them Is to Throw Away 
Good Money 


WORD ECONOMY 
Short Speeches Ring Down Through the 
Centuries and Have Made Empires 
and Religions 





The boys of a southern college say to one 
another when the president of the institution 
is bulletined for a talk, “Are you in to-night to 
hear of one of the prexie’s ‘What is it?” The 
president has a most impressive delivery, but 
when he gets through his talk nobody knows 
exactly what he has been talking about. Most 
likely he couldn't tell himself. , 

Lincoln’s Gettysburg speech is short, but very 
few words. of that kind will ring their mes- 
sage right on down through the centuries. 
The talks that have gained empires, that have 
converted men to new religions, that have 
saved men from national dishonor or from 
Nelson's 


“Ingland expects to-day that every man will 


death itself have always been brief. 


do his duty,’ and Napoleon to his soldiers at 
the Battle of the Pyramids, “Twenty centuries 
look down upon you!” And consider the Ser- 
mon on the Mount. Here is material and to 
spare for over two thousand years of sermons. 
Given this one short chapter of the Great Book 
as a code of morals and religion and you hav 
all things necessary for man’s instruction for 
right living for the longest of lives and for 
every event in such lives. 


THe Loncer THE WEAKER 

The longer the talk, the weaker it generally 
is. To strengthen the power of words you 
must decrease the number. Power in speech 
comes from condensation. <A half-pint of gun- 
powder in an ancient blunderbuss couldn't send 
a bullet a tenth of the distance as a pinch of 
powder in a modern rifle. Lots of talk we 
hear is like powder burnt in a blunderbuss. 
And one of the compensations given to the 
deaf is that they are saved from the mass of 
rubbish that is spilt by most tongue-waggers. 

There are historians who believe that the 
reason why the Athenians made poor eld 
Socrates take poison hemlock was because old 
Soe was entirely too long-winded to stand for. 
In every country town poison would rid folks 
of somebody that has too much talky-talk for 
decent comfort. The greatest nuisance of life 
is not the toothache, but the chap who grabs 
you.by the lapel of your coat and wears out 
your ears about nothing. Men will try to hole 
up with a woodchuck or even a skunk to avoid 
a bore. ; 

\ life insurance agent solicited a man who 
was deaf, and when the agent got through with 
his lengthy spouting the deaf man produced a 
speaking tube. “Boil down what you’ve been 
saying and let me have the substance,” said tlie 
deaf nian. And the agent was amazed himself 
when he repeated in less than fifty words what 
he had wasted fifteen good minutes in giving 


to the air. 
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Tuey Tatk Too MucH 

Most life insurance men talk entirely too 
much. This is a natural fault. For if your 
business is talking, unless you use great care 
you will find that you are inclined to over- 
talk. And you may have noticed that the 
comie magazines are constantly hitting life in- 
surance agents for the fault of over-talking. 

Ilave something to say, but cut it short. 
Better the repute for under-talking than for 
over-talking. And don't hesitate to ask a con- 
And if he 
says that you do, don’t go on over-talking. 


fidential friend, “Do I over-talk?” 


Correct yourself, even if you have to carry a 
cork and cork up your mouth after you've 
used up a short time allowance in tongue work- 
ing. 

If some life insurance solicitors could only 
have phonographic records made of their daily 
lingo they would be amazed and disgusted at 
the quality and length of their own talk. It 
would pay some solicitors and pay them big to 
have such records. It would bore them to 
death to listen to their own tongue-wagging. 


Worps ArE MONEY 

Aside from the fact that the long-winded 
solicitor is a bore, and hence that he fails to 
land many of his prospects, he daily loses 
money by his lack of power of word condensa- 
tion. Time is money, not only for the pros- 
pect but for the agent himself. If you solicit 
two prospects instead of one, you double your 
chance for pay for your talk. You cannot af- 
ford but a very minimum of tongue wear at 
every interview. Words for you are gold, if 
they are the right kind of words. Cut out all 
but the weighty ones and you increase what 
comes in your pay envelope. 

And don’t let any solicitor think that if he 
is long-winded that he cannot correct this fault. 
\n excellent method that was used by one 
salesman who knew of this fault can be used 
by anybody. The salesman jotted down on a 
bit of paper the “leads” of what he wanted to 
say. In a few earnest words he summed up 
at his interview each “lead,” and then promptly 
closed up his mouth, Training of this kind, if 
persistently followed, will cure the worst case 
of long-windedness. And once let a man know 
that he is faulty in this respect and the very 
knowledge cf the fault will tend to a cure. So 
know yourself. Find out if you are considered 
a bore. If you are, cure yourself. 

In the case of many unsuccessful life insur- 
ance solicitors their failure is due to too much 
talk. And if any 
this is the cause, he should try out cutting his 
speech to the very limit. 


failure at soliciting suspects 


“ve gone into the wash-room to stay until 
that word-waster out in the corridor has gone,” 
said a merchant to his head clerk. “We must 
have that fellow’s goods, but I won't use up 
iy ears listening to his lingo. Make a ten- 
word memorandum of the half-hour talk he 
will give you.” 

The industrial life insurance solicitor in par- 
ticular needs to be economical with his words. 
lle cannot afford to expend many words on 
every prospect. Fle should condense his solicit- 
ing in every way possible, never spending ten 


’ 
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minutes where five will do the work. Almost 
any industrial solicitor can by economy in his 
speech greatly add to his earnings. He should 
look upon himself as a dealer in words. So 
many words, so much pay. To waste his 
words is to throw away good money. Hence 
nothing but snappy, quick, strong words should 
be chosen, and with a real idea that will go 
home back of the words. 

Condense. Cut to the quick. Use word 
ginger and not word slush. Think before 
speaking. |Your -words are your 
“Speak not at all till you have somewhat to 
speak.” Stop when you've said it. Let the 
other fellow talk. Don’t spout tiresome “what- 


money, 


is-its.’ Don’t work your tongue more than 
your brain. And if you are a bore, find it out 
and correct it. Over-tongue wagging makes 
an over-lean pocketbook. 


Industrial Endowments | 
Endowment industrial policy! It seems 
hardly possible to expect an endowment on the 
weekly premium, says the Intelligencer of the 
Metropolitan Life of New York, which con- 
tinues : 


Probably there are lots of people who have 
no idea of the number of men, women and 
youngsters from ten years up who buy twenty- 
year endowments for tive to fifty cents weekly 
premium, for endowments up to $440. Still 
fewer individuals have any notion of the nun- 
her of such policies that mature every year or 
the sums the owners receive. 

Last year 70,592 industrial endowments ma 
tured in the Metropolitan. How much do you 
think the beneficiaries received? $5,826,830.04; 
also dividends aggregating $545,886.40, making 
the benefits $6,372,725.44. 

For 1921 the holders of such industrial en- 
dowments will receive still more. Up to the 
end of June, 39,761 matured, and the company 
paid $3,456,548.47 and added thereto $256,514.93 
maturity dividends. This is going at the rate 
of about 80,000 industrial endowment policies 
maturing this year for a total, including divi- 
dends, of about $8,000,000. 

What do such figures suggest? Evidently 
that the people of the United States know a 
good thing when they see it in an indtistrial 
endowment policy giving them protection dur- 
ing the period and, on maturity, full face valu 
with dividends. 

Eighty thousand endowment maturities, ond 
about $8,co0,000 payments during the year, fur- 
nish convincing proof of the popularity of the 
industrial endowment. 


The payment of pre- 
miums for twenty continuous years is evidence 
of that great desideratum in our business-- 
Persistency, as also of good sense and thrift 
on the part of the insuring public. 

The greatest number of these policies are 
twenty-year endowments—“Live and Win’ 
policies. And the best of it is, the policyholder 
doesn’t have to worry about the day or hour 
of payment. Not one in a hundred ever thinks 
about it. The company does all the thinking, 
the actuarial division keeping tab on all suc! 
policies, furnishes the maturities section with 
the necessary data to advise the district ‘ati- 
agers and get the necessary forms completed 
for the payment of the benefits. 


The man engaged will do well not to wait until the 
time of his marriage before taking out life insurance. 
There are three principal reasons for present action: 
The premium is less; when the time of marriage comes 
there will be a great many other expenses to mect: 
and, finally, there is no certainty that he will be in- 
surable at that time.—Joln Hancock Notes. 
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New Southern Agents Have Good 
Start 





SEVERAL PROMOTIONS ANNOUNCED 





New Members of Prudential’s Old Guard— 
Transfers in Various Districts 

Since the opening of operations in the South 
in the middle of April the Prudential agents 
there have been very successful in securing 
business. This has been especially true in 
Norfolk, Va., where Superintendent C. F. 
Owens, formerly of the Washington district, is 
in charge. P. N. Baxter, an agent formerly of 
the same district as his chief, is the assistant ; 
L. L. Tenley, one of the staff agents, starting 
three months and a half late, has passed thou- 
sands of agents in industrial production and 
is number 279 among the top producers of the 
company. He has at the same time produced 
a large ordinary business. 

O. H. Reynolds of Toronto 3 has been ad- 
vanced to the position of assistant superintend- 
ent of that district. Mr. Reynolds’ entire ex- 
perience has been in that district, which he 
joined in 1915. 

\. W. Kohlstaedt of Indianapolis 2 was re- 
cently promoted to a superintendency at Lex- 
ington, Ky. Russell L. Dumas of Springfield, 
Ill, was advanced to an assistancy in his dis- 
trict. Emmet R. Casey of New York 12, and 
George W. Akerly of Yonkers have both re- 
ceived appointments as assistants. 

John F. Gerling of Madison, Wis., has been 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE | 
BY THE LATE WILLIAM MILLER | 


Formerly superintendent of agencies of a large life insurance company | 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


first penned. 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book i$ written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
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made an assistant at Beloit, and Martin 
Hamelin has been given a like position at 
Winona, Minn. McGettigan has 
assumed charge as superintendent at Phila- 


3ernard FF, 


delphia 8. He has been an assistant for a 
number of years. A. M. Harmer, formerly 
superintendent of that district, has been trans- 
ferred to Philadelphia 3. 

Verna I. Gilbert, formerly assistant at Ot- 
tumwa, Iowa, has been transferred to Burling- 
ton, lowa. 

Leaders in Division C, in both industrial and 
ordinary, are given as follows: 

Industrial Net Increase—C. R. 
Providence 1; J. W. Holden, Lawrence; M. 
Pasciuta, Lawrence; W. A. Wilson, Brockton; 
T. Clark, Worcester. 

Ordinary Net Issue—N. Minassian, Boston 
2; E. C. Horrocks, New Bedford; J. U. Masse, 
Taunton; M. M. Kumins, Boston 3; C. B. 


Parsons, 


Grimes, Lewiston. 

Charles J. Thompson of Alexandria Bay, 
N. Y., recently was admitted to Class D of the 
Prudential Old Guard. Assistant Ernest Gar- 
tung of Chicago 1 has been enrolled in Class 
C. Charles F. Rosson, Chicago 9, completed 
the requirements of Class E recently. 

Agents Albert E. Young of Galesburg and 
Charles F. Major ‘of Davenport were recently 
admitted into Class “B” membership of the 
Prudential Old Guard. 

The following representatives have been en- 
rolled in higher classes of the Prudential Old 
Guard: 

Howard H. King, superintendent, Dover, 
N. J., E—25 vears. 


Mahar, superintendent, Kingston, 


John FE. 
N. J., E-25 years. 

Daniel FE. Van Etten, assistant, Kingston, 
N. J., D—20 years. 

ibert E. Drew, agent, Troy, N. Y., B-1o 
years. 


Tunis Tanis, agent, Paterson, N. J., B—to 


5 
‘ll 


years. 

James M. Delaney, agent, Albany, N. Y., 
D—20 years. 

Nathan Rouda, agent, Mt. Vernon, N. Y., 
B—1o years. 

James G. Warren, assistant, Middletown, 
N. Y., B—-10 years. 

Edward R. McDermott, agent, Bridgeport, 
Conn., B—Io years. 


Thomas F. Daly Dead 
Daly, president of the Capitol 


Life Insurance Company of Denver, Colo., 


Thomas FF, 


died suddenly on Saturday last of heart dis- 
ease. Mr. Daly was also president of the 
Thomas IF. Daly Agency Company and a di- 
rector in a number of financial institutions. 
Ile was a prominent casualty insurance man 
as well as a life man and was at one time 
general agent of the Mountain States depart- 
ment of the London Guarantee and Accident 
Company. 


—Any insurance company or library desirous of 
securing a complete set of reports of the Department 
of Insurance for the Dominion of Canada, may learn 


of an opportunity to secure same by communicating 


with Tre SPECTATOR. 
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This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 
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METROPOLITAN CHANGES 


New District in Cleveland 


TRANSFERS IN NEW ENGLAND 


Leading Districts and Agents of the 
Metropolitan Territory 

In the New Lngland territory of the Metro- 
politan Waltham, 
Mass., was created and T. I*. Neelon, manager 
of the Willimantic, Conn., district was trans- 
ferred as its manager. This left a vacancy in 
the Willimantic district, and to that Manager 
Robert A. Robinson of the Lawrence, Mass., 
district was transferred August 1. This caused 
another change, Manager Max Stiegel of the 
Attleboro, Mass., district being transferred to 
Lawrence,*Mass., August 1 and his place being 
filled by the promotion of Joshua B, Platt, 
deputy manager, Providence, R. I. C. W. 
White, manager, Derby, Conn., resigned and 
his placed has been filled by Charles B. Red- 
way, formerly manager of Lowell, Mass., Au- 
James P. Heron, manager of Strat- 


Life, the new district of 


gust I5. 
ford (Bridgeport), Conn., was transferred to 
Lowell, Mass., August 15; Joseph W. Sal- 
hanick, manager, Waterville, Me. was trans- 
ferred to Stratford district (Bridgeport), Conn., 
and Dennis J. Moynahan, deputy manager, 
Lewiston, Me., was promoted to be manager of 
North Adams, Mass., to take the place of 
Arthur R. Chavonelle, transferred to Water- 
ville, Me., August 29. 

John R. Fox, a special agent of the Middle 
Atlantic territory, has been reappointed man- 
ager of the Philadelphia Middle district Au- 
gust 15 to fill the vacancy left by the death of 
H.C. Parris, former manager. Since his death 
the district has been in charge of C. D. Mere- 
dith, deputy manager. C. K. Sterline, manager 
of the Philadelphia, Kensington, district, re- 
signed to become special agent for the Middle 
Atlantic territory, and his place has been filled 
by the transference of Joseph Gross, manager, 
Shenandoah, Pa. Joseph Wassel, deputy man- 
ager, Johnstown, Pa., was promoted to be man- 
ager, Shenandoah, Pa., August 22. 

The district of Cleveland, Ohio, has been 
divided and a new district created to be called 
Harvard, Cleveland. Frank B. Robbey, man- 
ager of the Cleveland district, has been trans- 
ferred to the new district and Edward F. Sa- 
talia, deputy manager, Dayton, Ohio, promoted 
to be manager of the old Cleveland district 
August 15. 

The ten leading districts in the country at 
large inclusive of the Pacific Coast, in average 
paid-for ordinary business, per month, per 
man, for the year to and including the week of 
Gak Park, ll, 
Murray Hill, 


August 8 are as_ follows: 
Gabriel Dunkleman, 
N. Y., D. G. C. Sinclair, manager; Dearborn, 
Ill., Adolph Bame, manager; Wilkes Barre, 
Pa., W. O. Washburn, manager; North Shore, 
il., Ff. T. Platka, manager; Englewood, Ill. 
W. I. Monahan, Westport, Mo., 
i. ©. Adams; Knoxville, Tenn., 
B. M. Gaston, manager; Franklin, Mo., C. W. 
South Shore, TL, J. P. 


Manager ¢ 


manager ; 
manager } 


Kinman, manager: 


Cleary, manager. 
The ten leading agents and agents unattached 
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in ordinary placed business for the year to and 
including the week of August 8 were: Leon 
Knaster, agent unattached, Union Hill, N. J.; 
A, J. Dubuc, agent, Woonsocket, R. I.; B. E. 
Velisek, agent unattached, Garfield, Ill.; James 
Caruso, agent, Groveland, Ill.; Bernard Guetle, 
agent unattached, Cincinnati, Ohio; Arcangelo 
Mammana, agent, Jamestown, N. Y.; G. FE. 
Greene, agent unattached, North Shore, III; 
M. L. Reilly, agent, Bangor, Me.; Jacob Rat- 
ner, agent unattached, Jersey City, N. J.; Oscar 
Olson, agent unattached, North Shore, III. 

In average industrial increase per week per 
agent for the year to and including the week 
of August 22, the following are the first ten: 
Greeley, Colo., O. G. Inman, manager; Dover, 
N. H., M. J. Desautels, manager; Waterville, 
Me., J. J. Conroy, manager; Norwich, Conn., 
I’, R. Murdy, manager; Harvard, Ohio, F. B. 
Robbey, manager; Yarmouth, N. S., Can., 
H. C. Coates, manager; Woonsocket, R. I., 
\V. H. Rogers, manager; Greenwich, N. Y., 
A. H. Bruenn, manager; Bayonne, N. J., J. J. 
Goff, manager; Roxbury, Mass., H. E. North, 
manager. 

The first ten leading agents and agents un- 
attached in industrial gross increase for the 
year to and including the week of August’ 22 
are as follows: M. L. Reilly, agent, Bangor, 
Me.; W. T. Raines, agent unattached, Des 
Moines, Ia.; H. J. Brennan, agent unattached, 
Morrisania, N. Y.; T. W. Leighton, agent, 
South Boston, Mass.; Morris Weiser,- agent 
unattached, Greenwich, N. Y.; C. N. Tibbetts, 
agent unattached, Dover, N. H.; J. G. Ray- 
mond, agent unattached, Lewiston, Me.; J. H. 
Ayer, agent, Piedmont, Ga.; P. M. Holland, 
agent, Rutland, Vt.; Bernard Kauffman, agent, 
Harlem, N. Y. 


West Coast Life Second Dividend 

That the West Coast Life Insurance Company of 
San Francisco is making very satisfactory progress is 
evidenced by the fact that it has paid its second five 
The first was paid in 
The annual agency convention held at the 
company’s new home office building during the first 
week in September was the largest and most en- 
thusiastic that the company has ever held and was 
attended by representatives from all parts of the com- 


per cent dividend this year. 
February. 


pany’s territory, 





Lapses. Undermine Business 

Lapses are one test of a company’s strength. A 
high lapse rate not only means loss of insurance, but 
also loss of business prestige in the insurance world. 
Every effort should be made te prevent lapsing, one 
excellent means being by the use of the attractive, 
leaflet, called “Caution to g 
published by The Spectator Company. It will aid in 


unique Policyholders,’ 


keeping much business on the books. 

Earl C. Wightman, actuary of the Detroit 
Life Insurance Company, has just been notified 
hy the University of Michigan of his appoint- 
ment on the teaching staff of the university. 
He will deliver a series of lectures on the sub- 
ject of “Life Insurance Organization, Manage- 
ment and Accounts.” Mr. Wightman has 
already delivered the lecture at the university 
to four different classes. It is part of the regu- 
lar university course on life insurance. No 
finer tribute to Mr. Wightman’s actuarial 
capacity could be imagined than this designa- 
tion to so important a position by such com- 
petent authorities as the faculty of the Uni- 
versity of Michigan. Mr. Wightman has been 
associated with the Detroit Life for ten years. 
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JOHN HANCOCK NOTES 


Numerous Changes Among Force Dur- 
ing Past Month 


AGENCY OPENED AT GLENS FALLS 
First Annual Outing of Dayton, 0., Agency 
Held 

The following agents of the John Hancock 
Mutual Life Insurance Company of Boston, 
Mass., have been promoted from the agency 
ranks to assistants in the districts of their 
William L. Palmer, Chicago, IIL; 
John J. Lyons, Allentown; D. Frank Audren, 
Springheld; John P. Friedrick, Pittsburgh 3: 
Harry J. Pfister, Quincy (Plymouth). 

Promoted and transferred: Carl W. Han- 
sen from agent at Long Island City to assist- 
ant at Elizabeth. transferred: 
Krank J. Cowen, from Lynn to Cleveland 1; 
William J. Marren, New York 5 to 
Pittsfield. 

Other changes: 


service : 


Assistants 
from 


George E. Williams, from 
assistant superintendent to the position of clerk 
at East St. Louis (Granite City, detached); 
Robert A. Kennedy, from application inspector 
to assistant superintendent at Lowell; Willian 
FE. Drohan, from clerk at Springfield to cashier 
at Cohoes; Robert B. Witham, inspector from 
general transfer agency to investigation di- 
vision (H. O.); Leo F. 
plication inspector at 


Saunders, from ap- 
Roxbury to inspector, 
general transfer agency (H. O.); Louis Rug- 
giero, Jx., from application inspector to assist- 
ant superintendent at Pittsburgh 2; Lucy M. 
Holleran, from assistant cashier at Pittsfield 
to cashier at North Adams; Edward H. Bald- 
enwick, from Cleveland 2 to Cleveland 1: 
Stanley H. Kling, from cashier at Cohoes to 
same capacity at Troy, and Thomas F. Me- 
Mahon, from cashier to assistant-at-large at 
Troy. 

The John Hancock Mutual Life Insurance 
Company carried a large display advertisement 
in the special number of the Boston Herald on’ 
the seventy-fifth anniversary of its publication 
on August 28. 

Among the facts set forth in the advertise- 
ment was that it had over three million policy- 
holders whom it insures for a total of $1,500,- 
000,000; with more than 12,000 people employed 
in the service of the policyholders, including 
1,600 employees of the home office in Boston, 
and $61,390 as the average per day paid w 
policyholders in 1920 and that since the com- 
pany was organized the total payments to 
policyholders plus the accumulated policy re- 
serves held to their credit was $437,572,040. 

Superintendent William S. Collins, now of 
Pittsfield, Mass., was transferred to Haver- 
hill as superintendent on August 15 last. His 
active management at Haverhill, however, did 
not begin until August 29. Mr. Collins suc- 
ceeds the late James C. Redfearn, one of the 
company’s oldest and best-loved superintend- 
ents, who died July 30 last. Mr. Collins has 
had many years of successful management wit! 
the Pittsfield district and his return to Haver- 
hill, from whence he was originally promoted, 
is extremely congenial. 
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“A book is good to read 4f it sets the reader in a working mood.” 


“Third Party Insurance” 


BEING “Insurance against liability imposed by law upon an 
individual, firm or corporation by reason of injuries to person or 
property sustaired by a third person on account of a specified 
activity of the assured” 
Furnishes knowledge, confidence and POWER to your junior partners, 
your sales force, the young man or woman in your office and to you 
yourself, and sets your entire organization, “‘in a working mood. 


Study The Chapter Headings: 
1, Coverages which have been Devised to V. Employer's Liability and Workmen's Com- 
meet Various Insurance Needs. * _ pensation. — 
it, Characteristics Common to all Forms of vit ateite 
' VIII, Rates and Rating Bureaus. 





(11, The Various Third Party Coverages. 


1V, Standard Provisions of Third Party 1X. Inspections and Audits. 
Policies. X. Claims, Suits and Reserves. 
° 


Martin P. Cornelius, eminently 
, qualified for the task, has performed 

%, a most useful service in making 
: available in book form 
essential information not 
treated of in any 
other publication. 


$5.00 
Prepaid 
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The Publishers 


THE INSURANCE FIELD CO., Incorporated 
P. O. Box 617 Louisville, Ky. 














A NEW BOOK BY 
WILLIAM ALEXANDER 


THE PROSPEROUS AGENT 


Characteristics of the successful life insurance 


solicitor 
Per copy, card board, $1.00 Red cloth, $1.50 


OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 
1. What Life Insurance Is and What It 


Does 
Text book, or primer, dealing with the fundamental 
principles on which all sound life insurance rests. 
Price $1.50 
2. How to Sel! Insurance : 


Primarily for the guidance of inexperienced agents. 
Price $2.00 


3. The Art of Insurance Salesmanship* 


A series of practical hints on canvassing, to stimulate 
the thought of both experienced and inexperienced 
agents. . 


*The third volume of this series will be published on or 
about January 1, 1922. 











NEW EDITION 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


A second edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 


1. The nature of the tax and the constitutional 
principals that limit and control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in comtemplation of death, 
life insurance, etc. 

3. The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 

4, The property transferred and the problems aris- 
ing out of its situs and valuation. 

5. Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from these States are 
cited where applicable. 

6. General resume of the status and an extended 
discussion of the provisions of the Federal and 
New York acts. , 

There was quite a wide sale of the first edition af this book 
published in 1917, and among insurance men it attracted much 
attention and numerous copies were sold. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the revised statutes of the several States and the latest 
Federal Act. 


Life Insurance.and Inheritance Taxation 


Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field, for the following reasons: 

No State but Tennessee taxes life insurance when 
payable direct to the beneficiary and not to the estate. 

The Federal statute of 1919 taxes insurance poli- 
cies aggregating more than $40,000 as part of the 
estate although payable direct toa beneficiary. This 
provision is of doubtful constitutionality. 

The increase of inheritance taxation, both State 
and Federal, makes it advisable to create a sinking 
fund through life insurance for the payment of such 
taxes in order to preserve intact the securities of an 
estate. 

Every estate of $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, 
except in South Carolina, Alabama and Florida, and 
the District of Columbia. In addition to this, nearly 
every State taxes the transfers of stock in domestic 
corporations held by non-resident decedents. 

These facts and many others of interest to life insurance agents 
and investors appear in the new edition of Gleason & Otis on 
Inheritance Taxation. This is the only work on the subject 
published in five years and contains all the statutes, both State 
and Federal. 

The special chapter on life insurance, page 157 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One volume, 1205 pages, bound in Buckram 
Price per copy, $10.00 
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lor the superintendency of Pittsheld the 
company has selected Assistant Superintendent 
D. J. MacQuarrie of Haverhill. Hereafter, 
with the transfer of Superintendent William F. 
Collins from Pittsfield, North Adams has been 
Hitherto it 








set off as an independent agency. 
was included with Pittsfield. 
Three new names from the agents’ ranks ap- 







pear at top places for leaders for the seven 
months ending July, 1921. Cambridge again 
scores with Agent H. premier 
W. P. increase man; New York 5 steps into 
the primacy on ordinary production through 
the well directed efforts of Agent N. Lang- 
issue column is headed by 






Johnson as 








berg, and the A. F. 
Koch of Roxbury, who has wrested 





Agent R. 
that distinction from Mr. Holloday of Chester, 
who had held it in all the preceding monthly 







The assistant superintendents that 





showings. 
led for the half-year, again “come up smiling” 
for the first month of the half. So 
the seven months’ record stands as follows: 

Assistant superintendents leading on weekly 
premium Mr. O'Connor of Cam- 
bridge; on gross ordinary issues, Mr. Lamm of 
New York I, 
Shanessy of Roxbury. 

Agents leading on weekly premium increase, 
Mr. Johnson of Cambridge: on gross ordinary 
issues, Mr. Langberg of New York 5, and on 
Gross A. F. 

The creation of the Glens Falls Agency and 
Thomas [. Meath 
fittingly celebrated re- 






second 







increase, 






issues, Mr. 





and on gross A. F. 








issues, Mr. Koch of Roxbury. 
the promotion of as its 
superintendent, were 
cently when the members of the new district, 
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together with several guests, foregathered in 
the agency quarters.- The visitors included 
Superintendents Tomlinson, Lemmle, Preihs 
and Callaghan from the neighboring agencies ; 
Frost and Charlton from the home 
office; Dr. Fraser, the local examiner, and 
Assistants Feane and Gerling of the Schenec- 
tady agency, from which Mr. Meath was pro- 


Messrs. 


moted. 

The Dayton, Ohio, held its first 
annual outing last month, at which it was an- 
nounced that the agents stood in the following 
Guess, George Daugherty and Wil- 
liam Kies. The speakers of the evening were 
Drs) Re-G, Lawrtenz) Dr.C. EL. Burecett, Fh, E. 
Winter, superintendent, and Assistant Super- 
intendents G. Brown, .A. Cawley, W. Wentzell, 
I’. Jones and A. Wilson. 

The seven months’ bulletin exhibits the re- 
markable fact of Assistant Odlum of Nor- 
wich, with only twenty-one weeks of operation, 
leading all his forty-eight colleagues of thie 


agency 


onder: —H:, 


detached assistancies on weekly premium in- 
crease, with a big margin over second man. 
Assistant Phelan of Newport commands the 
line on ordinary and A. F., being $51,000 ahead 
of Number Two. 

Assistant Superintendent Besen and staff of 
Brooklyn 1 celebrated his twenty-fifth anni- 
versary with the company by taking out his 
Mr. Besen 
was presented with an attractive memento of 
and competent 


staff for a good tine together. 


the day, the gift of his loyal 
staff. 


Thursday 





Report on Pellagra 

During the past week officials representing 
the health departments of the various southerp 
States met in Washington, D. C., where a con- 
ference was held with Surgeon General Cum- 
mings regarding the reports that pellagra and 
semi-famine were on the rampage in the South, 
Following his return to Mississippi, Dr. W. S. 
Leathers, who attended the conference, issued 
the following statement: 

“State health officers of the southern States 
in conference at the request of the United 
States Public Health Service deplore the fact 
that an has been created that 
famine conditiqns exist in the South, and as a 
result that pellagra has increased in an alarm- 


impression 


ing extent. 

“After making an investigation using all the 
information available, we do not believe* that 
the situation warrants or should have occa- 
sioned any undue alarm. The indications are 
that there will be an. increase in pellagra this 
year in localities in certain States 

“There can be no doubt but there will be an 
increase in the prevalence of tuberculosis, pel- 
lagra and other diseases during the next few 
vears as a result of the economic depression 
throughout the entire country unless Federal, 
State and local health departments are given 
adequate financial support and co-operation in 
directing intensive public health education and 
in the establishment and maintenance of local 
health organizations which are fundamental in 
prevention and control of all disease and the 
promotion of the public health.” 











out Illinois. 


Our System: 
All ages taken from date of birth. 
Benefits: 
All policies pay 


8,000 death, total and permanent disability a 
residents of Chicago and surrounding towns. 


Premiums: 


contract an ex-Asst. Supt. of anot 
weeks of this year. 


Supt. from the time he starts. 


Progress of the \ 
ance companies in the U. S. for some years. 


months, 
Increase in Assets.............. 


and work for “he Globe. Apply, 


431 S. Dearborn St., 


HE Globe wants Reliable Life agents with experience in ordinary and | 

industrial insurance of good record in Chicago, Chicago Heights, | 

Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 

The population of Chicago and surrounding towns and cities is 3,000,000, 

within the ‘‘forty mile limit’? reached by and through suburban transpor- 

tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight”’ in the industrial branch, 


Can handle men who can write ordinary business. 


for death and total and permanent disability benefit. 
nd other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
*‘Claims Paid on Sight.”’ 


; iven with or without lapses being charged. 
en gst 5 her company earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


Globe is five times greater than the average of life insure 
This year for the first siz 


Increase in Premium Income...20 Per Cent | 
30 Per Cent | 
| 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. 
Chicago, III. 


T. F. Barry, Sec. and Gen'l Mer 





THE EUREKA LIFE INSURANCE COMPANY 
wiatinne. wate 


A regular OLD LINE Stock Life Insurance 
Company, issuing.all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


Incorporated 1882 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLERART, Medical Director 
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We can use som 
Participatin 
Real Estate 


SALESMAN OPPORTUNITY 


Préferred Stock, our 6% Improved Calumet District 
onds, and our 5% Farm Mortgage Bonds. 


GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, 


high-grade stock and bond salesmen to sell our 6% 


Write for Particulars. 


Gary, Indiana. 
Wilbur Wynant, President. 
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Casualty, Surety, Etc. 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 


Semi-Annual Statement, 
December 31, 1920 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $4,667,299.35 
Capital . 1,000,000. 00 


Surplus 577,560.26 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 








ne 


‘UAT: 


DIGEST OF CASUALTY NEWS 
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AGAINST PART-TIME AGENTS 
Kansas Commissioner Also Against Giving 
Licenses to Foreigners 

Frank L. Travis, Kansas Superintendent of 
Insurance, is going to try to stop the exploita- 
tion of the insurance business as a side line. 
If it is possible to do so, he is planning that 
next year all insurance agents will be really 
agents and not be using the insurance business 
just to pick up a little extra cash or as an in- 
cident to some other business, which may be 
too susceptible to rebating or other practices 
not regarded as good business principles. 

The department is preparing a questionnaire 
which is to be sent to every person seeking a 
license to sell insurance in Kansas. One of the 
first questions will be, “Are you a citizen of 
the United States?” Mr. Travis has declared 
that unless forced to do so by the courts he 
will not issue a license to any alien as long as 
he is Superintendent of Insurance. 

Then there will be a set of questions regard- 
ing the business of the agent, which are in- 
tended to show whether or not the applicant is 
really an insurance agent or a business man 
using the insurance business strictly as a side 
line. The rule, of course, would not apply to 
country bankers, who handle all of the insur- 
ance business of their communities. As a mat- 
ter of fact, there bankers are sub-agents in 
most instances, and while they write the policies 
and handle the applications they do not have 
further transactions. 


Only One Insurance Bill Enacted in Texas 

Only one bill affecting insurance was finally 
enacted by the first called session of the 
Thirty-seventh Legislature of Texas, which 
adjourned sine die on Tuesday, August 16. 
This bill is now in the executive department 
awaiting approval. It is provided in this bill 
that the $50,000 deposit required of surety and 
fidelity companies doing business in Texas shall 
be for the general and not special protection 
of Texas policyholders. 

The bill which sought to authorize life in- 
surance companies organized under the laws 
of Texas to act as adntinistrators or executors 
of deceased persons passed the House, but died 
on the Senate calendar. Another insurance 
measure which went the same route declared 
that it was the fixed policy of the State of 
Texas to carry its own insurance on public 
buildings. 


To Write Business in New York State 

A corporation certificate has been issued to 
the Allied American Mutual Automobile In- 
surance Company of Boston, Mass., to write 
mutual automobile fire, theft, inland navigation 
and transportation insurance, as defined by and 
pursuant to the provisions of Article 10-A of 
the Insurance Law. The president of the 
company is Charles E. Hodges and the secre- 
tary is H. C. Kneppenberg, Jr. 
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Lien Accident Reprimanded by Kansas 
Superintendent 

The Kansas Insurance Department has di- 
rected the Lion Accident and Casualty Com- 
pany of Omaha to cease attempting to write 
business in Kansas until it is actually admitted 
in this State. 
organization of the old Lion 
Casualty Company. It is a mutual concern 


The company is partially a re- 
Bonding and 


which took over part of the assets and busi- 
ness of the old company. It has never even 
applied for admission to Kansas, but seems to 
have picked an agent or two and proceeded to 
solicit business. 

The activities of the agents in Hutchinson 
caused considerable trouble to the Kansas Cen- 
tral Indemnity Company and caused FE. G. 
Woleslagel, secretary, to publish an offer of a 
reward of fifteen dollars a day to any commit- 
tee representing any civic organization which 
would make a showing that the company had 
not paid all proper claims in full. 

Peerless Life Dissolved 

The Peerless Life Insurance Company, re- 
cently organized to write life insurance in 
New England, was dissolved by a court decree. 
The company had $105,000 of assets which 
were decreed to the stockholders. 





“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


CHAS. W. DISBROW, President 
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(Continued from page 4) 

This condition brought about the birth of the con- 
ference. In its infancy it did not fit the conditions 
existing any more than the first policies did, but its 
evolution and growth has been marked with perma- 
nent milestones of advancement. Ignorance and strife 
have been overcome by education, and fear has been 
changed to respect, as these manifold evils have been 
eradicated. 

Our conference long ago passed its days for the 
purpose for which it was intended by its founders. 
From a militant body it has become an educational 
institution and an organization for service with an 
attendance at its semi-annual meeting of company 
representatives who mingle with each other in the 
most friendly spirit, each seeking to be of some small 
benefit to someone else, and all working for the 
common good of everyone. I use this word “every- 
one” in its broadest meaning, embracing the policy- 
holders, agents, State Insurance Departments, and the 
companies themselves, which are all greatly benefited 
through the results arising from the work of this 
conference. 

The accomplishments of the past year, and some of 
the important, unfinished work, will be embodied in 
the reports of the various committees, and I deem it 
inexpedient and an unnecessary consumption of: time 
to embody in these remarks the matters that will be 
covered in these reports. I want, however, to take 
this opportunity of thanking the chairmen and mem- 
bers of all committees for their excellent work and 
assistance. Some very important matters are being 
handled by our committees. Several 
found it necessary to travel from their homes to the 
Capitol of the Nation many times in the interest of 
every company, both conference and non-conference. 

Our statistical committee and the committee on tax- 
ation have been and are especially active, and from 
present indications there is every reason to hope that 
they will succeed in the securing of measures of such 
great importance that their value will be difficult even 


members have 


to estimate. 

When so many varied interests from all parts of 
the United States have been engaging the attention 
of Congress in order to secure repeal or abatement of 
their respective Federal taxes, progress made by our 
taxation committee in this direction is little short of 
remarkable. 

Another great step forward was taken at Cincin- 
nati last February, when the bureau of statistics was 
authorized by the conference. Every company desired 
such a bureau, the only question being what method 
was best adapted to carry on the work. Subsequent 
developments have proven that we were wise in plac- 
ing this bureau in charge of the Insurance Economics 
Society of America, All companies have been supplied 
with blanks, not only for the purpose of reporting to 
the bureau, but for their own records. The method 
devised is complete and exceedingly simple. It is*im- 
Possible to even estimate the great value of this 
bureau to every individual company. 

You will have an opportunity to hear the plans and 
Purposes of the bureau of statistics as well as that of 
the committee on taxation when their respective re- 
Ports shall be presented to the conference during the 
day’s program. 

Two greater movements could not have been in- 
augurated by the Health and Accident Underwriters’ 
Con fe rence, 

At one time non-conference companies referred to 
themselves as “Not in the Trust.” It was a catchy 
term, and possibly appealed to some people, but as 
time progressed and the State Insurance Departments 
and the insurance world became more familiar with 
the objects, workings and accomplishments of our 
Conference, the term was employed with less and less 
frequency, and has finally disappeared. We believe 
that we have demonstrated that the highest badge of 
business honor in the field of health and accident in- 
surance is a membership in the Health and Accident 
Underwriters’ Conference. 


Pusrtic WELFARE Work 


G. E. Harsh, vice-president of the Federal 
Savings and Insurance Company, described 
the public welfare work accomplished by health 





and accident companies. Mr. Harsh informed 
the gathering that his own company has just 
inaugurated a plan whereby representatives 
are to be furnished quarterly with literature 
prepared by the medical department for free 
distribution to the public, giving advice on the 
prevention of: disease and accidents. In his 
address before the Health and Accident Un- 
derwriters, Mr. Harsh said in part: 

It has been our experience that at the present time 
the health and accident representatives of the country 
are a better class of men than ever before in the 
history of the business and that they are most de- 
sirous of rendering in the way of service more than 
just what is required of them. 

What better way for an ambitious, conscientious 


man to become better known in his community is 


open than in this way, and by so doing he is putting 





G. E. Harsu 


more into his community and the result to any man 
so doing is more contentment than by taking away as 
much as possible. 

I am informed that statistics show that tuberculosis 
costs the people of the United States in dollars and 
cents about five million dollars every twelve months. 
Realize, gentlemen, much of this enormous 
amount is borne by the companies represented here. 

Can we not afford in a financial way, even for the 
moment disregarding the humanitarian to be 
substantial supporters of the organizations doing such 
wonderful work in the prevention of this one dread 


how 


view, 


disease? 

There is one company, to my knowledge, 
sented in this conference, the Business Mens In- 
demnity Association, which devotes a full page of each 
issue of their bulletin to the Indiana Association for 
Can’t we all do our 


repre- 


the Prevention of Tuberculosis. 
share? 

There is, in my opinion also, absolutely no reason 
why the health and accident companies should not 
take most active steps in co-operating with the de- 
partment of the Federal Government, known as the 
United States Public Health safeguardin 
the health of the people, as the prevention of disease 
is certainly not purely a local or for that matter a State 
problem, and it is stated that on an average the coun- 
try gets about $5 worth of effective health work for 
every dollar the Government expends in this way. 

As an example of this, only realize that prior to 
1906 pellagra was hardly known in this country, but 
sithce then it has been found in nearly every State 
and has given indications of becoming dangerous, 
owing to the economic depression, especially among 
the tenant cotton growers of the South. 
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Service, 


Monthly premium accident and health insur- 
ance was defended by John Patterson, vice- 
president of the Massachusetts Bonding and 
Insurance Company of Boston, Mass. “As a 
representative of a company writing upwards 
of two million dollars of premiums per year, I 
cannot accept the idea that the monthly pre- 
mium business has outlived its usefulness or 
popularity in the field of personal accident and 
health insurance,’ Mr. Patterson said, and 
continued: 

On the contrary, I believe that it serves more peo- 
ple of every class at the present time than at any 
previous time in its history. If it has seemed to 
become less popular during more recent years, I be- 
lieve it has appeared so only in comparison by reason 
of the rapid development and growing popularity of 
some of the newer plans of accident and health insur- 
ance. 

During the past few years living and conditions 
generally have not been as favorable for the growti 
and development of monthly premium 
distinguished from other personal accident and health 
lines as they were prior to a decade ago. Monthly 
premium insurance is essentially a measure of thrift. 
It is a means by which the thrifty man accomplishes 
the protection of his income at small outlay of ex- 
pense, and being divided into monthly payments, the 
burden of paying for the protection which his thrift 
recognizes is a necessity, is made so light that it is 
hardly felt. Prior to nineteen ten, and particularly 
prior to nineteen hundred, there were literally hun- 
dreds of thousands of wage and salary earners 
throughout the country whose earnings and financial 
circumstances were such that the expenditure of a 
dollar a month was something to be thought about 
carefully and not to be undertaken unless necessary. 
It was among the careful and thrifty people of that 
class that the monthly premium idea took hold and 
became popular, and there were a great many business 
and professional men and women with whom the idea 
also was popular because it gave them an opportunity 
to protect their incomes by a system of insurance, the 
expense of which might be paid for in the same way 
that regular living expenses were paid—monthly. 

During the past twenty years, and particularly dur- 
ing the last ten years, the industrial and business 
development of the country has been in a condition 
of constantly increasing and almost uninterrupted pros- 
perity, reaching a climax in the post-war prosperity 
coming to an end last year. The wage earning class 
who twenty years ago were thrifty and saving on 
small incomes, grew to be reckless and extravagant 
on constantly increasing earnings. Increasing living 
costs which kept pace with or ahead of increased 
earnings, served to develop a spirit of unrest and dis- 
satisfaction even with the improved earnings, and the 
ways of thrift by which former generations were able 
to save and get ahead on small earnings were forgotten. 
There came to be a contempt for the -humble dollar, 
which in former years had been sufficient to insure a 
comfortable income for a whole month. The con- 
venience of paying monthly a small premium didn’t 
have such an appeal to the mechanic who every two 
received a roll of bills big enough to pnr- 
chase a used car or that in former years had been 
sufficient to make a substantial payment for a home. 
What was the use of being thrifty when there were 
so many things to encourage extravagance and what. 
need was there to try to be careful and saving when 
money was so easy to get? Instead of the careful, 
thrifty industrious workman of a generation ago who 
was the backbone of the country’s industrial develop- 
ment and business prosperity, the wage earner came 
to be the country’s most reckless and extravagant 
spender, given to much dissatisfaction and unrest and 
to a considerable extent responsible for many of the 
ills, social, political and industrial and financial from 
which we are turning every way for solution and 
relief. 

The present general depression resulting in a slow- 
up of industrial operations and consequent unemploy- 
ment among the industrial classes has brought about 
a marked change from the conditions existing prior 
to a year ago among the class of people for whom 
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The Title Guaranty and Casualty 
Company of America 


431 Griswold Street 


A joint stock corporation that will issue casualty 
and title insurance and fidelity and surety bonds. 


A joint stock corporation that is officered by men 
thoroughly experienced in the various forms of insur- 
ance and bonds which the company will write. 


A joint stock corporation that has already attracted 
as shareholders some of the most conservative and 
capable business men of Michigan. 


A joint stock corporation that is assured a big and 
profitable business by reason of its wide distribution 


Detroit, Michigan 


of capital among buyers of insurance and bonds. 


Because of the various plans which the company 
has for immediately attracting a volume of good 
business, because of the safeguards which the Michi- 
gan laws guarantee to shareholders and because of 
the endorsement given the company by the prominent 
men who have already become associated with it, the 
stock of this company can be sold strictly on its 
merits. 


Men who can qualify under the tests of intelligence, 
integrity and industry are wanted as stock salesmen. 


The Title Guaranty and Casualty Company of America 


A. J. Walker-Greig, L.L.B., 
President 


F. J. Noonan, B.C.S. 
Secretary 


_ George A. Curry, 
Vice-President 


M. F. McDonald 
General Counsel 














UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-20 : $8,035,746.57 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-20 : $1,239,032.91 


EASTERN DEPARTMENT: 
55 John Street, New York City 











Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L.. TAYLOR OAKLEY H. BEYER 
Vice-President and General Manager Superintendent of Agents 
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H. B. Hawley 


accident and health insurance is 
The excessively high wages which 


vicious 


monthly premium 
especially adapted. 
encouraged extravagance and 
circle of constantly increased living costs are being 
moderate living costs 
resulted in a 


resulted in a 
brought down to where more 
are possible. Scarcity of 
higher regard for steady, dependable employment and 
greater efficiency and production on the part of the 
individual jin order to make himself secure and in- 
These conditions and these 


work has 


dispensable in his job. 
qualities in the wage earning people all make for 
thrift. Insurance measure of 
thrift, it necessarily follows that it can be extensively 
developed only among people who desire to be thrifty. 

| believe that times are shaping and that we are 
coming into a condition of things more nearly similar 
to those existing during the early years of the de- 
velopment of the monthly premium business, and that 
when normalcy is finally reached, if it ever is, the 


being essentially a 


set-back which we are now going through will result 
in a more thrifty and saving class of wage earning 
people than would have been the case had there been 
no break in conditions existing before the depression 

such a class as were largely responsible for the real 
popularity of the monthly premium accident and 


health business, 


James F. RAMEy SPEAKS 


The history of accident and health insur- 
ance was reviewed by James F. Ramey, Super- 
intendent of Insurance of the State of Ken- 
tucky, before the Accident and Health Under- 
writers Conference at French Lick Springs. 
Mr. Ramey said in part: 

Before the beneficent influence of accident and 
health insurance was adapted to the needs of all kinds 
and conditions of men, it was common to be accosted 
on the street and in the office by a plea for help for 
some unfortunate one or for his widow and orphans, 
To-day this has all been changed. It is indeed a rare 
occurrence to be asked or appealed to for help for 
this purpose—so rare, in fact, that I dare say none 
here present can recall the last appeal. 

Again, the calls on cities for free coffins and pauper 
burials have been reduced until the departments es- 
tablished to care for these calls have practically gone 
out of business. 

This is an accurate key to the great good the acci- 
dent and health insurance companies are doing. 

Workmen’s compensation is only an extension of 
accident insurance, growing out of the liability of 
employer to employee, and providing more definitely 
for amounts to be paid as a result of any given acci- 
dent, The workmen’s compensation laws have re- 
lieved many courts of the larger part of their business, 





with a great saving to the State in money and the 
ameliorating of suffering of claimants and dependents. 

So overwhelmingly blasting and blighting are the 
unlooked-for accidents that many large concerns are 
providing accident insurance free to employees from 
the moment of the day their workmen’s compensation 
ceases to cover until the moment of return to work, 
when the employee is again under workmen’s com- 


pensation. 
Workmen’s compensation insurance involves such 
sacred obligations, with benefits extending over a 


period of so many years, that it should only be under- 
taken by financially well established companies. Our 
lawmakers seem to have overlooked this fact in many 
States. 

Health and accident 
ganized and operated primarily as other business enter- 
prises, with a reasonable expectation of return on in- 
vested capital or fur the gainful employment of those 
directly interested. These incentives are essential 
for the successful operation of American institutions. 
With the remarkable growth of your business, thou- 
sands are now engaged in one capacity or another, 
until we may properly speak of health and accident 
Many as there are 


insurance companies are or- 


insurance as a great institution. 
so engaged, however, they comprise only a small per- 
centage of our population. The State is, therefore, in- 
terested in the service you render your policyholders— 
The very character of health and accident 
insurance business, the method of conducting its 
operations and the nature of the contracts make it 
No argu- 


its citizens. 


peculiarly a business subject to regulation. 
ment is necessary to justify the conclusion and ac- 
cepted principle that the State must maintain a de- 
partment exercising proper supervision over your 
business. 

In order that its citizens may enjoy the benefits pro- 


vided in health and accident policies, the State must 


not hamper by restrictive laws or unjust taxation the~ 


successful operation of such companies, but should 
recognize the beneficial functions of such organizations 
and encourage their development under proper super- 
vision, that the greatest good shall inure to the greatest 
number of citizens. Your dealings are with a large 
number of individuals, involving large accumulations 
of money, and demand an agreement the terms of 
which are often misunderstood or misinterpreted. 
The State, through its Commissioner, must deman 
justice for all parties, see that its citizens are justly 
treated by that 
such corporations are protected when operating accord- 
ing to law. Life insurance, with all its benefits—pra- 
viding, as it does, protection for the home and the 
family and education for the children, a comfortable 
old age, a protection to business and strengthener of 
credit and a fund for most great emergencies in life— 
was found to be inadecuate to meet all of life emer- 


the insurance corporations, and see 


gencies, 


UNDERWRITING From A CLAIM STANDPOINT 


Charles O. Piper, superintendent of the 
claim department of the Bankers Accident In- 
surance Company of Des Moines, spoke before 
the convention on “Underwriting From a 
Claim Standpoint,” and said: 
needless for me to mention all of 
the features to which I allude, but among them are 
the non-cancellable, non-classified and life indemnity 
clauses. If I may digress for a moment, I should 
like to refer to a most excellent paper presented and 
read by J. C. Rosenburger of Kansas City before the 
International Claim Association several years ago on 
the subject, “What Twenty Years Have Wrought.” 
Among other things, Mr. Rosenburger spoke of the 
changes in the health and accident business, and, if 
I remember correctly, divided the history into four 
epochs: 

First—The era of undue policy restrictions. 

Second—The era of unrestrained competition, 

Third—The era of adverse court decisions. 

Fourth—The reactionary period, or return to essen- 
tial safeguards and sane underwriting. 

I recall distinctly the vivid illustrations presented, 
and especially his closing remarks to the effect that 
companies were getting back to the ancient land- 
marks and were, and would, continue to transact the 
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It is perhaps 





business of accident and health insurance on a sane 
basis and remove from it all that savored of life in- 
surance. 

I wonder, gentlemen, 
be added to Mr. Rosenburger’s four periods, and if 
it should not be called the era of recklessness? 

I do not want to appear in the role of a “stand- 
patter” or a “‘has been,” but I honestly believe that 
of the late additions to 
I refer particularly to the 
lable and life indemnity features, have no place in 


if another epoch could not 


some accident and _ health 


policies, and non-cancel- 
our line of endeavor, and that they savor too strongly 
of life insurance, annuities, old age insurance, etc. 

I am inclined to believe that the third one 
-the non-classification of risks— 
that famous 
Declaration of Independence, ‘“‘All 
Those who have entered this field claim that 
the general average takes care of the classification, 
but, to me, a payment to each claimant amounting to 
the average of all claims, regardless of the time lost, 
I dare say that the 


men- 
tioned is the result of 
a misrepresentation of clause in the 
men are created 


equal.” 


would appear just as reasonable. 
majority of claimants satisfied, but a 
heluva would, and raised by the 
claimant who had a long period of disability. 

However, in the non-classification idea there may be 
a grain of comfort for the claim adjuster as against 
unlimited grief under the non-cancellable and life 
indemnity clauses. 

At the International Claim 
it was seriously predicted that in five years no com- 


would be 


row should be, 


Association last year 


pany would be writing the non-cancellable policy, or, 
if writing it, the premium would be prohibitive to the 
vast majority; recently in with the 
manager of the non-cancellable department of a large 


a conversation 


company I was advised that already changes were 
centemplated, the age being cut to sixty and the in- 
demnity payments being possibly limited to five years, 
and this with an increased premium, which leads me 
to believe that the prediction had some merit. 

An insurance paper recently stated that most com- 
panies will within a short time be writing the non- 
cancellable forms, but practically concedes that they 
will do so largely as a matter of meeting competition 
rather than a real enter the field. 
While we are all willing to admit that competitior 


should be met, we also believe it should not be done 


from desire to 


recklessly. 

This same paper also stated that the required medical 
examination is one of the essentials in proper claim 
I cannot to the slightest 

Who may be a good risk to-day may 
insanity 


adjustments. extent agree 
to this theory. 
be a victim of tuberculosis, 
next week; this was clearly proven following the two 
great flu epidemics. There are thousands of physical 
wrecks to-day as a result of that scourge. 


paralysis or 
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PAUL L. WOOLSTON 
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Wants To Cut OvuT THE FRiLts 

i, J. Faulkner, vice-president and agency 
manager of the Woodmen Accident Company, 
spoke strongly against the frills which are 
now in common usage with health and acci- 
dent policies. Mr. Faulkner was eminently 
right in saying that “the basic idea of acci- 
dent and health insurance is to indemnify for 
loss of business time and any provision in an 
accident policy that tends to get away from 
this idea should be eliminated from the con- 
tract.” 

Mr. Faulkner continued: 


Our business has been further complicated by the 
putting on the market of a good many experimental, 
freak and limited policies. Some companies have 
rushed from one extreme to another in the matter 
of policy forms. Many times a policy form that 
fulfills the necessary requirements of the business 
will be abandoned in order to try a new experiment. 
The actions of some underwriters remind one of the 
hen that laid an egg every day, but in a different 
location, and finally, when she wanted to set, she had 
the eggs scattered all over the ranch and went crazy 
trying to hatch them. More effort should be de- 
voted to the selling of sound insurance, rather than 
trying out new propositions. The best thing that 
could happen to the accident and health business 
would be a closed season on new policy forms for 
five years. 

Regarding the non-cancellable forms, Mr. 
Faulkner is rather ironic. He says: 


Now comes the non-cancellable policy. In my 
humble estimation this is the biggest snare and de- 
lusion that a lot of brainy men in this business have 
given serious consideration. To-day our business 
is in a turmoil over this question of non-cancellable 
policies. A lot of us think we want to sell this form 
of insurance, half believing that there is a real de- 
mand for it, but principally because our competitor 
is planning on pushing it and we are seized with a 
fear that someone else is going to get all the business. 
Undoubtedly, many of the companies will take on this 
Proposition, to their later regret. 

It seems to me that it is time that we come to our 
“What is the funda- 


reed 


Senses by asking ourselves: 


mental idea of the health and accident business? 
Is it not true that primarily we are in the business 
of providing a form of insurance which is largely 


Purchased by laboring people, wage-earners and farm- 
es; in other words, people with limited incomes, the 


larger majority of whom cannot afford to carry the 
kind of policy over which we are having this hys- 
teria? 


Chauncy S. S. Miller, the live-wire advertis- 
ing manager of the North British and Mer- 
cantile Insurance Company, spoke before the 
Health and Accident Underwriters Convention 
at French Lick Springs, Ind., on the subject: of 
“Enthusiasm, How to Be Happy Though Good 
and Dry,” prefixing his remarks with a quota- 
tion from Emerson, which ran: “Nothing 
great was ever achieved without enthusiasm.” 

Speaking soberly, as one Prohibitionist to another, 
said Mr, Miller, isn’t it captivating to consider how 
much enthusiasm there is about our business? Dis- 


Taeli was right in declaring that enthusiasm is that 
5 ‘ 1 e ee s 

ecret, Narmonious spirit which hovers over the pro- 
duction of genius. 

Is there 


any work in the world so absolutely de- 





NEW MARINE MANAGERS 


Carpinter & Baker Succeed C. 
Steendal 


NATIONAL LIBERTY CHANGE 


Company Will Continue in Marine Busi- 
ness Under Management of Well-= 
Known Agency 

C. Steendal has resigned the marine man- 
agership of the National Liberty Insurance 
Company-and will be succeeded by Carpinter 
& Baker, of 3 South William street, a well- 
known firm of marine agents. Mr. Steendal’s 
resignation was announced in THE SPECTATOR 
more than a month ago. 

The change in the marine representation of 
the National Liberty is effective September 1 
Carpinter & Baker are well-known and suc- 
cessful agents, representing a number of strong 
companies for marine business. 

Tue Spectator has received from Mr. 
Steendal’s office the following note, which is 
published verbatim as requested: 

“We are informed that Mr. C. Steendal has 
decided to discontinue the representation as 
marine manager of the National Liberty In- 
surance Company of America on and after 
September I, 1921.” 


NORSKE LLOYD WITHDRAWS 


Decides to Close Up Business in U. S. 
Immediately 

The Norske Lloyd Insurance Company, Ltd., 
of Christiania, Norway, has decided to close up 
its business in the United States as rapidly as 
possible. This decision comes as a result of 
inability to secure from the home office $750,- 
oco additional funds. This extra money was 
asked by the Insurance Department of New 
York if the company wished to continue busi- 
ness. 

The Norske Lloyd, which is one of the Alf 
Whist companies, is under the management of 
the International Fire and Marine Agency, 
Robert Van Iderstine, president, and John 
Barker, secretary. The direct marine business 
was handled by the Maritime Underwriting 
Agency, Inc. The company has been very un- 
fortunate in its marine business and some time 
ago it was reported that its losses were not be- 
ing promptly paid. The company also did a 
large reinsurance business and is reported to 
have accepted lines too freely. 

Efforts have been made during the past few 
weeks to secure a cancellation of all outstand- 
ing reinsurance treaties. As most of the 
treaties have a time clause to cover such a 
contingency, these efforts have been only par- 
tially successful. 











pendent upon zeal, rapture and enthusiasm as our 
business ?—selling something which the United States 
Supreme Court has repeatedly declared is not com- 
merce and which the five senses automatically reject 
as unappealing and intangible. Surely the producer 


in the insurance world is a failure before he starts 
out if he lacks enthusiasm. 

Mr. Miller reminded his listeners that it 
to be happy and good—though dry—if one possesses 
the inward liquid joy called, for want of a better 
term, “enthusiasm.” 


is easy 
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PERSONAL ITEMS 











A. Silvers has been appointed State man- 
ager in San Francisco for the Security Life 
Insurance Company of America. 

Manager Willis O. Robb of the New York 
Fire Insurance Exchange returned from his 
vacation on Monday, the 29th instant. 

M. D. Googer has opened a general insurance 

agency at Decatur, Ga. He will represent the 
Firemans Fund, the Home Fire and Marine, 
and the Northwestern Mutual Life. 
: Mrs. Samuel J. Tribble, a successful life 
insurance solicitor of Athens, Ga., has an- 
nounced her candidacy for mayor of the city 
of Athens. 

Hughbert C. Craig, for a number of years 
with the Hartford both as special agent in 
Texas and as examiner in their San Francisco 
office, has accepted the position of special 
agent of the American Eagle for Texas as of 
September 1. Mr. Craig succeeds W. L. Fore- 
man, who recently resigned on account of ill 
health. 

Thompson S. Sampson is to be the new man- 
ager of the branch office of the Maryland 
Casualty, succeeding the general agency of 
Simpson, Campbell & Co.; Mr. Simpson, who 
is associated with the American Mutual 
Liability and was formerly its vice-president 
for district jurisdiction over New York, New 
Jersey and Connecticut, resigining in March, 
1920. 

R. W. Schroeder, holder of the world’s alti- 
tude record (33,114 feet), and until recently 
major, U. S. Air Service, and chief test pilot, 
McCook Field, Dayton, O., will join the staff 
of Underwriters Laboratories of Chicago, 
September 1, and will take a principal part in 
the airplane and aviator classification work 
which the Laboratories are doing for the Na- 
tional Aircraft Underwriters Association. 
Major Schroeder’s intimate practical experience 
will assure for this work the object of the 
founders of the Laboratories—“to secure the 
best and fairest opinion regarding the merits 
or demerits of every device, system, machine or 
material in respect to life and fire hazards.” 


Skandinavia Insurance Company of 
Copenhagen 

Qn another page will be found the annual 
statement of the United States branch of the 
Skandinavia Insurance Company of Copen- 
hagen, Denmark. Sumner Ballard, the United 
States manager, announces that it has no 
pooling arrangements with, or reinsurances in, 
any other Scandinavian company. 

The Skandinavia Insurance Company shows 
total assets of $8,430,959.24, composed of 
securities, market value, $6,958,273.23 and cash 
in banks, uncollected balances and _ interest 
accrued of $1,481,686.01. Liabilities, the state- 
ment shows, were divided as follows: reserve 
for outstanding losses, $1,852,589.83; reserve 
for unearned premium, $4,216,977.49; all other 
liabilities, $351,632.27. The statement shows a 
net surplus of $2,018,759.65. 


Roosevelt L. Clark Appointed Advertising 
and Publicity Manager of the ““Amer- 
ica Fore’ Group 

The appointment of Roosevelt L. Clark as 
manager of advertising and publicity” of the 
“America Fore” group has just been an- 
nounced. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


PHILADELPHIA 
1022 Lincoln Building 


NEWARK 
Firemen's Insurance Building 


Dear Sir:— 


NEW ANNUAL STATEMENT 
BLANK 


The requirements of the new Con- 
vention form of Annual Statement 
blank involve radical changes in 
several important phases of a com- 
pany’s accounting system. The blank 
calls for a statement of certain items 
of Income, Disbursements, and Lia- 
bilities, according to classes of busi- 
ness. 


The change in accounting systems 
necessary for this analysis may prove 
to be needlessly expensive unless they 
are made with a complete understand- 
ing of what is required. 


This matter has had our very care- 
ful consideration; we are therefore 
prepared to consult with you at any 
time, and to assist in making the 
necessary changes. 

Our wide experience in system work 
would no doubt result in a saving 
of considerable expense in this con- 
nection. 

We shall be glad to confer with you 
by appointment. 


Yours very truly, 


JOSEPH FROGGATT, 


President 


WE WANT AGENTS 
to push our five=pointenine policies. 
Excellent Iowa territory and liberal 
€ contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, Iowa 














Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 














FREDERICK RICHA.DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 








The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 




















THE ACCUMULATION POLICY 


is a combination of insurance and investment in a new senise, 
as it provides for increasing benefits each year—in reality, a 
Contingency Fund that will be available for the purchase o 
extended insurance, or which may be withdrawn (without 1n- 
terest) in event of an emergency. However, any amount re- 
maining in the Accumulation Fund at death will be paid to the 
beneficiary as additional insurance. 


Specimen rate: Age 35 $31.50 per $1,000.00 
Salesmen—This policy has no competition. 


NATIONAL LIFE ASSOCIATION _ Des Moines, Iowa 











